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Allied Building 


A.uep supine CREDITS, INC. financial 
services cover every phase of residential 
construction, from one structure to 1000 
or more, from land purchase to the final 
Package Mortgage. We believe the serv- 
ices rendered by ABC are the most com- 
plete, comprehensive and economical 
available to the home builder today. 


To help you build 


new homes and to modernize 


old homes 


. 


» 
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Credits, Inc, orrees 


Complete Instalment Note and Mortgage Services 
for the Building Industry! 


Subdivision 


Development 
(LAND PURCHASE) 


Among Construction Loans 
Them Are Construction 


Material Financing 


Package Mortgage on 
Complete Structure 
Mortgage 
Cancellation Plan 



















THE MORTGAGE CANCELLATION PLAN 


A POWERFUL, unique sales tool available exclusively 
through Allied Building Credits, Inc. It protects the 
homeowner by cancelling payments in the event of 
sickness or temporary disability. It assures mortgage- 
free ownership to the buyer in the event of death or 
permanent total disability. The Mortgage Cancella- 
tion Plan overcomes the fear of the future—the chief 
resistance of many ready to buy. It’sacompelling closer. 


COMPLETE INSTALMENT NOTE SERVICES 


THESE services cover repairs, remodeling and addi- 
tions to all types of structures—new non-residential 
buildings, plus equipment and appliances. You can 
make more, bigger and easier sales by offering ABC 
terms—‘“‘Nothing down, budget payments”. From $30 
up—from 6 to 60 months or more to pay—no collec- 
tion headaches. ABC’s complete note services give you 
control of every sale. 











@ For complete information on Simplified Procedure, 
Modern Rates, Terms and Services, write to Allied 
Building Credits, Inc., 2508 First National Bank 
Building, St.Paul 1, Minn. Offices in principal cities. 
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Aightights OF THE ISSUE 


Looming as a big question mark in the minds of dealers, the 
subject of prefabrication has been discussed from east to west by 
almost everyone interested in housing and its problems. How pre- 
fabrication will affect retail building material dealers from both 
a short and long range viewpoint is discussed i in detail on page 22. 
Illustrating the article are several of the houses being manufac- 
tured by some of the well known names in the prefabrication in- 
dustry .. . With a new, modern sales ‘plant, one Texas dealer is 
planning his merchandising program around selling everything 
that goes into the building of a home. The story on page 26 tells 
how he is organizing his store to have under one roof both build- 
ing materials and appliances, displayed for greater convenience to 
his customers . . . Through the years more lumber dealers have 
started selling builders’ hardware. This ever increasing trend in- 
dicates the importance of these items in lumber yard development. 
The first article in a series on builders’ hardware in retail building 
material stores begins in this issue on page 28, discussing the 
growth of this merchandising program and its place in the future. 

. In a talk before members of the Southern Pine association 
recently, S. L. Forrest, president, National Retail Lumber Dealers 
association, discussed the necessity of cooperation between manu- 
facturers and retailers in the distribution of lumber. Excerpts of 
his talk stressing the interdependence of manufacturers and retail- 
ers, and the fact the solution to present lumber problems can be 
found by the industry itself is given on page 30... No dealer wants 
to find himself either overstocked or understocked on items he 
sells. One answer to the problem of how to control turnover and 
keep accurate account of goods coming in and going out is given 
on page 32... “Why stop at selling just the materials to build a 
home?” asks one lumber dealer. Why not sell the appliances for 
the interior? Employing an aggressive major appliance merchan- 
dising program, this St. Louis dealer has increased both sales vol- 
ume and his list of satisfied customers—see page 34. 
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UP TO JUNE, 1944— 


O. Frank Heinz of Peoria,.one of Illinois’ most 
prominent contractors, had never worked with 
Stonewall. Then the Ruberoid dealer at Eureka, 
Ill., heard about a job, proposed Stonewall, and 
sold Heinz about 15,000 feet for the purpose. 





_ Mr. Heinz was quite doubtful about the outcome 





" because of lack of previous experience with the 
material. But—when the job was finished, business began to come 
in like a snowball going downhill. By June, 1945, Heinz had 
covered 14 buildings with a total of 62,000 sq. ft. of Stonewall— 
barns, grain elevators and other farm buildings. All of the photo- 
graphs on these pages are Heinz jobs. Since that time other jobs 
finished and under way bring the total to nearly 100,000 ft.! 


HERE’S HEINZ’S OWN STORY 


“As to method of selling, I can say that my jobs practically sold 
themselves after we had the first one started. The outstanding 
whiteness of the board attracts the attention of any interested 
person. A building with Stonewall on it can be seen for many 
miles in rural communities and all farmers are curious enough 
to investigate.” 
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FLASHES oe 


PATMAN BILL WENT THROUGH and awaited the routine of 





the President's signature to become a law. (Details in next column . 


under ‘“Wyatt Wins.” 

SUBSIDIES WERE PARED 200 million dollars but Wyatt was 
still left 400 millions to play with. If he needs more, he will go 
after it. 

FIFTEEN MILLION DOLLARS WAS ALLOCATED from the 400 
million dollar pool to build access roads into out-of-the-way gov- 
ernment timber stands. Government expects these roads will add 
100 million board feet to this year’s lumber production, possibly 
500 to 600 feet next year. 


“OVERCUTTING” WAS OKAYED in certain areas in the West 


and South. Approval to permit cuts in excess of replacement yields 
was granted reluctantly and will not continue for duration of the 
housing program. This move was expected to add another 150 to 
200 million board feet annually. 


PREMIUM PAYMENTS WILL BE ALLOCATED following con- 
ferences in Washington. Wyatt called in industrial consultants 
representing brick, paper liner, cast iron soil pipe, roofing materials, 
peeler logs for plywood and pig iron. 

PLYWOOD STRIKE WAS STALLED on the West Coast pending 


study of forthcoming OPA price ceilings. If CIO strike is called, en- 
tire industry affected eventually as CIO loggers supply A. F. of L. 
mills. 


CANADIAN LOGGERS DID STRIKE in British Columbia after 


failing to win an 18-cent hourly wage increase and a 40-hour week. 
Strike was called by the International Woodworkers of America 
(CIO-CCL), which claimed that within 10 days, 80,000 workers or 
about one-third of the province's 250,000 lumber employees would 
be off their jobs. 


EXTENSION OF OPA in some form appears likely, but strong 
protests against price fixing will probably lead to a watered down 
version of the original act. 

BLACK MARKET OPERATIONS SPREAD io the mid-west. 
“Peckerwood” sawmills in Wisconsin are doing a terrific business, 
according to Don Montgomery, secretary, Wisconsin Retail Lumber 
Dealers’ association. 

HIGHEST LUMBER CUT since V-J Day was recorded in April. 
Production, as reported by the Civilion Production Administration, 
was 2,500,000,000 feet. 

CLOSING THEIR RETAIL YARDS was favored by 550 members 
of the Northwestern Lumbermens association as a protest against 
OPA price policies. However, a total of 985 yards voted not to close 
in the poll conducted by the association. 

NEW HOMES ALREADY STARTED this year total 315,500. This 
is a little better than one quarter of the goal of 1,200,000 new houses 
for 1946 as set by Housing Expediter Wyatt. 

FHA‘s RECORD on UNCOLLECTABLE LOANS since the agency 
was established 12 years ago is one-half of 1 percent. Insured 
loans declared uncollectable, says the agency, total $11,700,000. 
Total FHA loans for that same period reached $2,135,000,000. 

83OOM IN OWNER-BUILT HOUSES is on the way. Housing 


shoriage and feather-bedding practices by unions, plus time and 
money saved, help promote sales. 
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CITIZENS PROTEST 


Claim government's plan 
for housing socialistic 
SPOKESMEN for private build- 
ers in many sections of the coun- 
try have steadily contended that 
the government is attempting to 
promote public housing under a 
flag-waving subterfuge of housing 
for veterans. 

In Wheaton, IIl., more than 600 
citizens attended a public meet- 
ing, where plans for the erection 
of six 44-unit apartment buildings 
sponsored by the county housing 
authority were under discussion. 

The meeting voted 205 to 54 in 
protest against the substitution of 
government for private enterprise. 


WYATT WINS 
Patman Bill providing 
huge subsidies okayed 

IT was a decisive victory for 
Housing Expediter Wyatt and the 
Administration. 

After holding out against sub- 
sidies for three weeks, the House 
surrendered by a vote of 298 to 71. 
The Senate’s vote of approval was 
unanimous. Only the formality of 
the President’s signature was 
needed to make the bill a law. 


SLICE SUBSIDY PAYMENTS 

The original 600-million dollar 
subsidy proposal was pared to 400 
million. But subsidies, what Presi- 
dent Truman termed the “heart of 
the program” and the main point 
at issue, were approved. And if 
400 million was not enough, Wyatt 
promised to go back for more. 

Wyatt immediately called into 
consultation a group of industrial 
consultants to help determine how 
the government premiums will be 
distributed to increase production 
of such scarce materials as soil 
pipe, radiators, lumber and plumb- 
ing fixtures. 


WHAT PROGRAM PROVIDES 

Major provisions of the program: 

1. Premium payments to in- 
crease production of scarce items. 

2. Government guarantee to 
manufacturers that it will buy new 
types of housing (prefabricated 
units, for example) if manufac- 
turers are unable to sell their full 
output. 

3. Price ceilings on new houses. 

4, Veterans’ preference in pur- 


7 











NEWS «d TRENDS 


chase or rental of new houses. 

5. Increase of $1,000,000 in gov- 
ernment authority to insure home 
mortgage loans, allowing the gov- 
ernment to assume that amount of 
risk in building veterans’ homes. 

6. The act will run until Dec. 
31, 1947. 


MUST STEP UP PRODUCTION 

Payments will be made for ex- 
panding present plant capacity and 
for other costs incident to stepping 
up production. Subsidies will be 
used to pay overtime wages; for 
putting on extra shifts; for con- 
version of idle plants. To qualify, 
manufacturers must exceed a defi- 
nite quota set for their plants. 


WEST COAST STARVES 


Housing critical but 90%, 
of lumber goes elsewhere 
STARVING for lumber for its 
own building needs, the West coast 
is keeping barely one-tenth of its 
own lumber production, according 
to a report sent members of the 
California Retail Lumber associa- 
tion. 

Over-generous lumber’ exports 
are responsible for the critical 
housing situation on the West 
coast, says the association, citing 
the following figures in a report 
to its members. Number of feet 
produced first three months this 
year: 404,370,591; shipped to for- 
eign countries: 289,234,238; 
shipped to eastern states (lumber 
mills obtain bonuses for such ship- 
ments): 73,983,531; available for 
West coast building needs: 41.,- 
142,822. 

Meanwhile, the housing situation 
on the West coast is twice as bad 
as it was six months ago, the FHA 
says, and growing worse. 


VET’S SLANT 


Wyatt promises to hear 
ex-servicemen regularly 

WILSON WYATT, national 
housing expediter, got a first-hand 
slant on problems arising from the 
Veterans Emergency Housing Pro- 
gram the other day. 

The National Housing Adminis- 
tration’s Veterans Advisory Coun- 
cil will keep Wyatt informed on 
veterans’ views, criticisms, sugges- 
tions and advice. Top level officers 
of the American Legion, American 
Veterans Committee, Veterans of 
Foreign Wars and American Vet- 
erans of World War II attended the 
first session. 
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YARDS CLOSE 


Vote shows where they 
stand on price control 


MORE than one dealer, incensed 
over price regulations, has con- 
sidered closing his lumber yard. 

In Milwaukee County, Wis., 10 
dealers claiming to handle 98 per- 
cent of the used lumber sold in the 
county, did just that in protest 
against an OPA order which rolled 
back Milwaukee’s prices below the 
base period. 

Dealers in the northwest feel so 
strongly about OPA that W. H. 
Badeaux, secretary of the North- 
western Lumbermens association, 
conducted a poll on the question of 
closing yards. 

Here is the results of the poll: 
1,588 yards voted; 1,112 yards did 
not vote; 985 yards voted not to 
close yards; 550 yards voted to 
close; 53 yards were on the fence. 
The association did not proceed 
with the program in view of the 
fact that an agreement of 2,000 
yards was required. 

However, a total of 996 yards 
voted to contribute to a fund to 
inform the 6,500,000 people in the 
northwest about the critical lum- 
ber situation. 


SPIB BUREAU MEETS 


Basil Kenney is elected 
president in New Orleans 


SEVERAL hundred manufactur- 
ers of Southern Pine lumber met 
in New Orleans May 9 for the an- 
nual meeting of the Southern Pine 
Inspection Bureau. 

Chairman W. T. Murray named 
two pamphlets in his annual ad- 
dress which have been heartily in- 
dorsed by retail lumber dealers. 
These pamphlets are Fundamentals 
of Good Stacking and First Prin- 
ciples of Lumber Tallying. 

Chairman of SPIB for six years 
and a member of the board of di- 
rectors since 1915, Mr. Murray re- 
signed at this session due to the 
fact his company no longer manu- 
factures lumber. In _ recognition 
for his services, Mare L. Fleishel, 
Shamrock, Fla., presented Mr. 
Murray an antique silver service 
from “friends all over the produc- 
ing territory.” 

The board of governors elected 
the following officers: Basil E. 
Kenney, Port St. Joe, Fla., chair- 
man; B. A. Mayhew, Fordyce, Ark., 
vice chairman. A. 8S. Boisfontaine 
was reappointed secretary-manager 
and treasurer and Charles E. Dun- 
bar, Jr., general counsel. 


WHISKY LUMBER 


Black marketeers show no 
regard for state lines 

“WANT to buy five carloads of 
oak flooring?” one salesman asked 
a Cleveland lumber dealer. 

“That’s like someone offering a 
woman five dozen pairs of nylons 
free,” replied the prospective cus- 
tomer. “What’s the catch?” 

This was the catch. The dealer 
was to forfeit his regular two per- 
cent discount for payment within a 
specified time and was to pay addi- 
tional for 300 extra feet of lum- 
ber hidden in each car but not 
shown on the invoice. 


UNCOVER EVIDENCE 

That was one of numerous cases 
of black marketing uncovered by 
Cleveland News reporters during 
one week of investigation. It was 
estimated that 20 to 50 percent of 
all lumber shipments into the 
Cleveland area enter the black 
market. 

A Milwaukee Journal reporter 
found plenty of evidence of black 
marketing in that area. 

One Milwaukee man had a store 
half completed before building re- 
strictions halted construction. He 
still needed plywood and 2x4s. He 
visited several rural yards, since 
nothing was available in Milwaukee. 
Only one yard offered him lumber 
within ceiling, he said, explaining 
how a fifth of whisky finally did 
the trick. 


ONE FIFTH WORKS 

“It was just a question of play- 
ing the game or getting no 2x4s. 
In one place they said they had 
nothing to sell. They told me what 
was in sight had been sold. So 
I put ‘a fifth of whisky on the 
counter when the man’s back was 
turned and said nothing. When he 
saw the whisky, I got some lumber 
right out of the lot that had been 
“sold,” but he charged me the haul- 
age to Milwaukee although my 
truck was outside.” 


PREFABRICATION CODE 
To aid building officials 
in screening new houses 

PUBLICATION of a basic pre- 
fabrication code covering the erec- 
tion of dwellings and other classes 
of construction by prefabricated 
techniques was announced by the 
Building Officials Conference of 
America. - 

The code -is intended to serve as 
an authoritative guide to local 
building officials who are con- 
fronted with the problem of screen- 
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The back-breaking pull and push of sawing is elimi- 
nated when you fell a tree with a Mall Gasoline En- 
gine Chain Saw. Three quick cuts is all it takes—two 
to make the undercut—one to drop the tree. It is 
equally efficient on hard or soft wood trees—for fell- 
ing, limbing or bucking. 


In addition the Mall Chain Saw can be taken any- 
where a cross-cut saw can go. It operates without 
generator or compressor sets and is readily carried 


Ask for name of nearest distributor. 


MALL TOOL COMPANY 


7733 South Chicago Ave., Chicago 19, Ill. 
OFFICES IN PRINCIPAL CITIES 
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Mall Gasoline Engine Chain Saw. 
Available in many cutting capacities 


CHAIN SAW — 


over rough terrain and through heavy underbrush by 
a two-man crew. 


Easy to operate—the Mall Chain Saw can be used by 
inexperienced hands after a few instructions. The 
cutting chain swivels for horizontal, vertical or any 
angle cuts—simplifying all sawing operations. The 
handle throttle facilitates control—the automatic 
clutch prevents stalling. Inexpensive to operate— 
runs all day on very little fuel. 


Demonstrations can be arranged. 
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ing a wide variety in type and 
quality of prefabricated houses. 

Provisions of the prefabricated 
code cover the materials and meth- 
ods of: construction of prefabri- 
cated buildings including all uses 
and occupancies, sub-assemblies 
and units specifically defined in the 
document through performance re- 
quirements and without restrictive 
barriers to new developments. 

It permits the use of all mate- 
rials and methods of construction 
which meet minimum strength, 
durability and fire-resistive  re- 


quirements. Approved materials 
include the use of steel, aluminum, 
magnesium, masonry, asbestos, 
concrete, wood, molded plywood, 


synthetic plastics or any combina- 
tion of such materials. 

Provision is made for the testing 
and approval of all new materials 
not specifically named. 


SOUTHERN PINE SESSION 


Manufacturers given a 
frank talk by Forrest 


THE 31st annual convention of 
the Southern Pine association to- 
gether with an industry-wide meet- 
ing of manufacturers, wholesalers, 
retailers and commissionmen was 
held in New Orleans, May 8-10. 
President W. B. McNeal presided. 

Establishment of the Southern 
Pine Industry committee to con- 


sider the complex problems of the 
industry was unanimously voted by 
the convention following the recom- 
mendation of the Joint Emergency 
committee. 

S. L. Forrest, president of the 
National Retail Lumber Dealers as- 
sociation, asked manufacturers to 
cooperate with retailers for a com- 
mon solution of the distribution 
problem. 


FORREST IS BLUNT 

Mr. Forrest pointed out that re- 
tail dealers do not intend to lose 
the home-building business after 
building 70 percent of the nation’s 
pre-war homes. He bluntly asked 
manufacturers: 

“Do you want to retain the dealer 
as your principal outlet or do you 
want to depend on other channels?” 

He declared that the chaotic situ- 
ation in the industry can only be 
solved by the industry itself and 
recommended a top-strata commit- 
tee of manufacturers and retailers 
to solve common problems. 

The Transportation committee 
countered the 25 percent increase 
in freight rates proposed by the 
carriers with a wire to the Inter- 
state Commerce Commission sug- 
gesting a 6 percent increase. 

M. W. Niewenhous, director of 
the forest products division of the 
CPA, called upon manufacturers to 
do their utmost to meet their pro- 
duction goal of 9,600,000,000 feet 
set by his office for 1946. 

Other speakers at the convention 
included: T. W. Hager, president, 
National American Wholesale Lum- 





NEW officers of the Southern Pine association, left to right: W. T. Neal, treasurer, Brewton, Ala.; 
H. C. Berckes, secretary-manager, New Orleans, La.; W.B. Harris, Ist vice president, Lynchburg, 
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Va.; Q. T. Hardtner, president, Urania, La.; H. M. Seaman, 2nd vice president, Houston, Tex. 








ber association, who urged repre- 
sentation in Washington by an in- 
dustry-wide committee; S. P. Deas, 
assistant manager, Southern Pine 
association, who warned against 
the threat of federal forest rewula- 
tion; R. G. Kimbell, director of 
technical service, National Lumber 
Manufacturers association, outlined 
the building code situation today. 
C. Arthur Bruce, president, and 
R. A. Colgan Jr., executive vice 
president of the National Lumber 
Manufacturers association, talked 
on legislative matters and specific 
projects being handled by the na- 
tional association. 

The single conclusion reached by 
all branches of the industry in ses- 
sion for the first time since the 
war ended was that the industry 
is capable of solving its own prob- 
lems if each segment cooperates, 


WHOLESALERS ELECT 


McMillan named president 
at New Orleans meeting 


MEMBERSHIP of the Southern 
Wholesale Lumber association has 
risen to 158, Secretary-Manager 
Robert F. Darrah reported at the 
annual meeting in New Orleans on 
May 8. President Harry B. Houck, 
Little Rock, Ark., presided. 

Discussions included the whole- 
salers’ efforts to obtain lumber and 
assist in the national housing pro- 
gram; various pending legislative 
matters affecting this branch of 
the industry and topics concerning 
wholesale markups authorized by 
OPA. 

New officers elected were: J. Alex 
McMillan, Charlotte, N. C., presi- 
dent; John R. Thames, Birming- 
ham, Ala., vice president; James 
Hurley, Warren, Ark., secretary- 
treasurer. Mr. Darrah was _ re- 
elected secretary-manager. 


LUMBER PRODUCTION GAINS 


CPA reports April's cut 
was best since V-J day 


LUMBER production in April 
was the highest since V-J Day, 
John D. Small, administrator of the 
Civilian Production Administra- 
tion, reported. 

Nevertheless, the April figure of 
2,500,000,000 board feet was far 
under the pre-war average o! 3,- 
045,000,000 feet. Production for 
August, 1945, the last war month, 
was 2,664,000,000 feet. 

Monthly lumber production this 
year follows: January, 1,902,\00,- 
000 feet; February, 2,081,000',000 
feet; March, 2,250,000,000 feei. 
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Facts about Kimpreg 


The new plastic armor 
for plywood 


SCUFFPROOF; WEATHERPROOF —Piywood 


; with the character of plastic! That’s the wonder- 
a ae —_ i a my working material produced by surfacing plywood 

7 with Kimpreg.* It’s weatherproof—unaffected by 
temperature extremes or moisture. And durable— 
Kimpreg makes fir plywood up to 5 times more resis- 
tant to wear when dry and 33 times when wet. 



































WAS HABLE —Kimpreg is as washable as enamel. 
It’s colorfast—color is fused in. It’s stainproof. It’s 
unaffected by weak alkalies or commercial solvents, 
completely impervious to alcohol. And Kimpreg-ed 
plywood is 25 to 30 times more resistant to moisture 
than ordinary plywood. 
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: : : READILY WORKE D_Kimpreg plastic surfacing 


provides a finish of flint-like quality. Yet Kimpreg-ed 
plywood is flexible—can be cut, formed and fastened 
readily with the same techniques used for ordinary 
plywood. Find out more about this wonder-working 
new material. Mail the coupon today. 














Seecs @eeeeeeeceeeoeoeeeseeceeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eee 
Kimberly-Clark Corp., Neenah, Wis. Please send me free booklet and names of manu- 
facturers making plywood surfaced with Kimpreg. 
AL-546 
OE cnn cin aces mewreecamesWseeceheeewes einen ees 
LJ A PRODUCT OF Firm __..--.---------------- ------------------------ 
Impre , Kimbe TN OT EEENONR Ss aricieceiccccostemeedbacs coe e eke 
Clark 
REG. U.S. PAT. OFF. aeseancn Address - --- -----------~ -------- -------------------- 
TRADE WARK PLASTIC SURFACING CO concatenation ecccamasenueiame iia cecteneuas 
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An 
INTEGRATED 
INDUSTRY 


For Processing and Marketing the 
Lumber Products of the Pacific Northwest 


Ponderosa Pine 
Fir and Larch 


Timber Owners 
Loggers 
Lumber Manufacturers 


Millwork and 
Box Manufacturers 


Jobbers 
Assembly Plants 


The 
DIXO 
INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


Spokane 


Including the following: 


Western Pine Manufacturing Co. 
Spokane, Washington 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Western Lumber Products Co. 
La Porte, Indiana 


Western Pine Assn. @ National Door Mfrs. Assn. 
Ponderosa Pine Woodwork @ National Wooden Box Assn. 














RS 
EDITORS 


To the Editors: It alarms from time to time to 
note the careless use of the word profit in place of 
margin. The writers mean gross profit usually, but 
the word profit is a dangerous word to use without 
being further qualified. The man on the street always 
assumes that profit means net profit. It seems to us 
that the word margin should be used in place.of the 
word profit. 

This letter was stimulated by the article in your 
April 27, 1946, issue How Profitable is Your Adver- 
tising ? 

I have vividly in mind a particular incident. The 
secretary of a retail lumber association, appearing be- 
fore Senate committee on the subject of wholesale 
commission said, as I recall it, “Of course, absorbing 
the commission would reduce our 30 percent profit.” 
Believe it or not, the general public thinks that we 
do have about a 30 percent net profit, and the vague 
use of the word does not help the situation.—R. D. 
REMINGTON, Remington yards, Hibbing, Minn. 

The next-to-last paragraph of that article did warn 
the reader that overhead and costs of doing busi- 
ness must be subtracted before the true net profit 
could be computed. And this method of comparing 
pulling power of different advertisements remains 
valid regardiess of whether we base our computa- 
tions on margins or net profits. 

Nevertheless you have brought up a very impor- 
tant point. In most cases the word profit should 
never be used unless it is specifically identified as 
either gross profit or net profit. And, as you point 
out, margin is a safer term than gross profits. We 
intend to make this our standard practice in the 
future and thank you for calling it to our attention. 
—The Editors. 












Permission Granted 

To the Editors: We thank you for permission 
granted in your article Telling the Public to use 
your material to inform the public why there is a 
shortage of lumber. 

We have had several favorable comments upon the 
enclosed copy. 

Your magazine is excellent. We depend upon it for 
information regarding political controls and general 
trade improvements. We wish for you continued suc- 
cess in your honorable efforts in behalf of the industry. 
—S. E. WILSON, Blue Island Lumber company, Blue 
Island, II. 


Black Market Underestimated 

To the Editors: I notice in your issue of April 27, 
page 30, Bootleggers are Back, quite a lengthy article 
on black market on lumber. 

Well Mr., you don’t know the half of it nor have 
you told the half. The writer has just returned from 
a trip through the South and I could sit and tell you 
from now until tomorrow morning about the black 
market practices down there that would astound you. 

And, in hardwood it is just as bad as it is in yellow 
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The Douglas Fir 
Industry is oS 
Behind the Housing |~ 
‘\. Program | 


When Douglas fir stock 
doors are again readily avail- 
able for general needs, you 
can be assured that they will 
be the finest doors which can 
be produced by modern pre- 
cision methods. These sturdy, 
attractive, durable doors — 
made of all-heartwood Doug- 
las fir — will feature: 


E-FITTING 


Douglas fir doors will be avail- 
able pre-fit to exact book size 
:.. ready to hang without on-the- 
job sawing and fitting. 


PRE-SEALING 


Douglas fir doors will be avail- 
able pre-sealed . . . a_ feature 
which improves dimensional stabil- 
ity, reduces moisture absorption, 
and eliminates the need for one 
Prime coat, 


FACTRI-FITTING 


Douglas fir doors will be avail- 
able completely machined on order 
—Pre-fit, gained for hinges and 
Mortised or bored for locks. 


Doors will be grade-marked, of 
Course—for ease in specification 
and ordering. Scuff-strips will pro- 
tect the precision-cut corners dur- 
ing handling and shipping. They 
will be better doors in every way! 


AMERICAN TLUMBERMAN, 
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Pre-fit and Factri-Fit Douglas fir doors 
are being produced in increasing quantities 
for the Reconversion Housing Program now 
that raw material shortages and other bot- 
tlenecks are being solved. Doors for Gl 
Housing will be available. 


So that doors for the housing program 
can be shipped when needed, there may 
be further delays in filling orders for non- 
housing uses or for housing that does not 
come under the Reconversion Housing Pro- 
gram. Under these circumstances whole- 
salers, distributors and dealers will be de- 
layed in building up inventories to pre-war 
levels. This may mean that for some months 
difficulty may be encountered in buying 
the exact design or type of door that you 
may want. 


However, as production of Douglas fir 
Doors moves to pre-war levels, and higher, 
it should be ample to meet the huge de- 
mand for these fine, precision-made doors. 











Douglas Fir 
DOORS 


FIR DOOR INSTITUTE 
Tacoma 2, Wash. 





The National Association of Fir Door Manufacturers 
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WHOLESALE DISTRIBUTOR 


West Coast Lumber 
and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


© LUMBER 

@ MILLWORK 
@ MOULDINGS 
® BOX SHOOK 
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e0.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Il. 
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LETTERS 





pine until I have come to the conclusion that 90 per- 
cent of the lumber producers are crooked because I 
can’t call it any other thing than that and it is cer- 
tainly unfortunate that the fourth biggest industry in 
the country should have stooped so low as to engage 
in this black market procedure by whatever devious 
means it is being done . . . some by one means, others 
by others, but it is almost universal and they don’t 
seem to have any conscience left.—A. VAN KEULEN, 
Van Keulen & Winchester Lumber company, Grand 
Rapids, Mich. 


Signature to Sink OPA 

To the Editors: My signature is affixed to the peti- 
tion attached. It is my sincere hope that it will help 
to straighten out the pitiful mess that our business 
finds itself, due entirely to the mismanaged OPA. 
During war times, controls are surely necessary; 
however, during peace times the more patriotic a 
person is the more he resents government control of 
his liberties. 

It is our opinion that there isn’t much more than 
a handful of our lawmakers in Washington who have 
backbone enough to vote the way their constituents 
feel for fear they might lose their faces with the 
powerful labor operators in Washington. 

We really appreciate the efforts AMERICAN LUM- 
BERMAN is making in behalf of our industry.—R. W. 
BROWN, Hoxie Lumber company, Hoxie and Walnut 
Ridge, Arkansas. 


Clinic Vs Storefronts 
Dear Merchandising Clinic: I don’t know who you 
are or where you have been for the last four or five 
years. If you have been in Okinawa I can understand. 
On page 60 of the March 16 issue you tell about Sears- 
Roebuck’s plans for doing away with show windows in 
their new stores. I thought this was a well marked 
trend for the last several years. Frank Cox, speaking 
of Main Street & Monkey Glands at Western Retailers 
convention, showed slides of store after store that has 
complete glass front so that the entire room becomes 
the show window. Everything in stock is on display. 
As to working on Main street, that is just where they 
have been working well for past few years. The entire 
front is glass in many cases right down to within few 
inches of the sidewalk so the whole store is one big 
show window and window shoppers can tell just about 
everything the store handles. The offices are of course 
partitioned off at the back.—J. P. AUSTIN, Seattle. 
Not on Okinawa but very much in the U.S., in 
constant contact with lumber dealers, the Clinic 
was nonetheless confused by terminology in his 
discussion of store fronts. . . Roughly speaking we 
can divide all store fronts into three basic types: 
(1) The very old fashioned store with a fairly solid 
wall serving as front. At best it has only a few 
ordinary, small windows. (2) The store with large 
show windows with closed backs. This type was quite 
modern 20 years ago but is now considered obsolete. 
(3) The open-front store. This type does not have 
“show windows” in the accepted sense of the term, 
but its entire front consists of glass so the whole 
salesroom is visible from the street. ... When mod- 
ern merchandisers talk about “doing away with 
show windows” they talk not of closing up the store 
front but rather of going to the Type 3 store—the 
modern open-front design.—The Editors. 
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NEW PATTERNS OF OPERATION MAINTAINING DEALER SALES VOLUME 


Despite extreme scarcities and hamstringing government policies, retail lumber dealers 
as a whole are maintaining volume and generally showing increased gross income. This is 
due to several definite deviations from previously accepted lumber yard management prac- 
tices which are emerging in fairly clear patterns as a result of the efforts of retailers to per- 
petuate their position as building headquarters. Responsibility for sales volume does not 
rest in the sales department, but has been lodged squarely in the laps of those in the pur- 
chasing department. Volume is being developed according to efficiency in procurement of 
materials to sell and not on the excellence of the sales job. Numerous retailers have hired 
extra men to ferret out sources of supply and in some instances salesmen have been shifted 
from sales work to purchasing work. Correct management of sales is important, but rather 
than being a problem of closing deals, it is a question of adequately administering a volun- 
tary rationing system. In this manner materials are kept flowing from the establishment so 
the greatest number of actual and potential customers will receive maximum satisfaction. 


Increased diversification in lines and items handled by retail dealers has been a potent 
factor in maintaining sales volume. In many instances, addition of new lines has meant the 
difference between a drop in gross volume and an increase. It is a certainty dealers never 
could have maintained sales volume by adhering to lumber and its closely allied items. Sur- 
prisingly enough, the more lines dealers have taken on that could be sold legitimately in a 
building material store, the better picture their sales volume figures make. Over-the-coun- 
ter sales have proved good volume builders in such stores. Developed in a period of scar- 
city to offset volume losses in staple lines, over-the-counter sales departments should be ex- 
panded enthusiastically and made permanent store traffic and sales stimulating devices by 
the industry. 


Indications are the building material supply situation will remain tight throughout the 
balance of 1946 and through 1947. The nation’s retail building material dealers have geared 
their operations to keep pace with current trends. The rapid acceleration of over-the-coun- 
ter sales departments and wide diversification of lines handled is a healthy development. 
Dealers will find this a pleasant asset when conditions reach the point where salesmanship, 
as well as purchasing efficiency, will carry the responsibility for success or failure of the busi- 
ness. Aggressive, analytical dealers are capitalizing on present conditions to expand their 
services to home owners, farmers and the light construction industry generally without dimin- 
ishing the importance of their traditional basic lumber and building material lines. Despite 
inequities and headaches of this immediate period, the industry should emerge healthier and 
much broader in the scope of its ability to satisfy the light construction needs of the nation's 


Publisher 
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HERE does the retail lumber 
dealer fit in the prefab pic- 


ture? 

An important niche has_ been 
readied for him by several substan- 
tial manufacturers. They realize 
the value of a distributor who built 
70 percent of the pre-war homes. 
The retail dealer will be the ex- 
clusive agent of these manufac- 
turers. Other prefab manufacturers 
have different ideas. 

Under any circumstance, the pre- 
fab will prove a new source of 
competition to conventional build- 
ing. Lumber convention speakers 
sounded off on the subject of pre- 
fab competition all season. 


SURVEY RESULTS 

HOW serious is this new compe- 
tition? 

A survey conducted by the Cur- 
tis Publishing company showed 75 
percent of prospective homeowners 
queried had heard about prefabri- 
cation; only 17 per cent considered 
this type dwelling adequate for 
year-around living. 

Fortune, in a recent housing 
survey, found only about 50 per- 
cent of the people queried knew 
what prefabricated structures were 
and only 16 percent said they 
would be interested in living in 
one. Greatest interest was shown 
among veterans, many of whom 
had lived in prefabs of one kind 
or another while in service. Thirty- 
three percent of the veterans said 
they would live in a prefab if they 
could get nothing better. 

Greatest fault with the prefab, 
Fortune interviewers found, was 


22 


Reng 
Wt 


Gunnison, one of the country’s leading pre- 

fabricators, emphasizes the superior strength, 

operating economy and architectural beauty 

of his houses. They come in two styles, 

“miracle” and “deluxe.” The miracle model 
is smaller. 


Although surveys show prospective homeowners still skeptical, 
dealers should not delay considering opportunities in a 
field that may become one of the Nation’s biggest industries. 


its unsatisfactory construction. 
This criticism broke down into 
statements that read like this: “not 
substantial enough;” “not strong 
enough;” “not warm enough.” 

In the light of plans announced 


by prefab manufacturers, a similar 
survey a few years hence may 
show some surprising new statis- 
tics. Thirty-three manufacturers 
of prefabs have reported plans to 
build an estimated 165,272 houses 


Fuller's 8,000-pound aluminum house is shipped in a cylindrical steel container 16 feet 
long and 412 feet in diameter. It sells for $6,500. Erection time with a two-man crew, 
10 days. Production goal, 50,000 houses annually 
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this year. Twenty-four percent of 
these manufacturers plan to dou- 
ble their annual output after 1946; 
8 percent plan to treble their out- 
put and three manufacturers plan 
to build 5,000 to 15,000 houses 
apiece annually. 

The prefaber has a big foot in 
Wilson Wyatt’s housing program. 
Of the 1,200,000 houses proposed in 
the Wyatt program, 250,000 are 
prefabs. Next year’s goal is 600,- 
000 prefabs and 900,000 conven- 
tionally built homes. This is an 
increase of 28 percent in conven- 
tional homes, but a jump of 140 
percent in prefab building. 


GOVERNMENT AID 

CAN the prefabers meet this 
schedule? 

The answer to this question ob- 
viously depends partly. on the 
availability of materials. CPA has 
promised priorities. The govern- 
ment has promised to buy what- 
ever houses the producer fails to 
market within a reasonable period 
after production. 

In order to qualify for a govern- 
ment contract, the prefaber must 
agree to meet government stand- 
ards of production; he must sell 
houses at a top price (f.o.b. plant, 
not including cost of erection and 
land, of $3,500 for a one-bedroom 
model, plus $500 for every addi- 
tional bedroom) ; he must produce 
a specified number of houses per 
year following the date of his con- 
tract, and finally, show a convinc- 
ing plan for distribution and as- 
sembly. 

New OPA ceilings, effective in 
February, allowed increases based 
on current material and _ labor 
costs. Until Februafy, prefab 
houses were based on materials 
and labor costs in 1942. However, 
the new ceiling has allowed no in- 











THE LUMBER DEALER'S PLACE IN THE PREFAB PICTURE 


Fifteen years ago the prefabricated house was a doubtful factor, little 
understood by the public and conventional builders alike. Today that 
picture changes rapidly as the prefabricated home manufacturing indus- 
try comes of age. Better designs, materials and production methods put 
today’s prefab far ahead of its predecessor, and gradually it is winning 
the battle of consumer acceptance. 

This strengthened position of the prefabricated house is due in part 
to the tireless efforts of capable prefabers who for years bucked frigid 
consumer acceptance of their product. It is due in part to millions of 
dollars worth of free publicity in the public press. Another factor giving 
strong impetus to the forward surge of prefabrication is the emphasis 
which the Wyatt housing program places on this type of construction. 


Prefabricated houses of today fall into three approximate categories: 
(1) Cheap, shoddy houses poorly built of unsuitable materials. These are 
no credit to the industry, and reputable prefabricators condemn them 
even more vigorously than outsiders. (2) Good houses well built of high 
quality conventional materials. As a class, these houses are comparable 
to good site-built houses and they cost approximately the same. Pre- 
fabricators claim, however, that greater production will lower costs. Most 
of the houses in this group are of conventional or acceptable progressive 
design. (3) Really different houses constructed of materials new to home 
building and boasting unorthodox or revolutionary design. Comparatively 
few prefabs belong in this group, and they are largely an unknown fac- 
tor. Probably some of them are well-built, satisfactory dwellings but 
whether or not they will be acceptable to consumers is an unanswered 
question. 

In the light of present conditions one thing is clear: There will be 
an expanding future market for the prefabricated house in Group Two as 
enumerated above. Lumber dealers who sell good prefabs will round out 
their line nicely, render a more complete service to customers, and in- 
crease profits over the years. If, on the other hand, good prefabs are 
sold through other outlets than retail lumber yards, they will become 
increasingly stiff competition for lumber dealers. 

AMERICAN LUMBERMAN believes the retail lumber and building 
material dealer is the best distributor for good prefabricated houses, 
Long established and respected in his community, serving as central sales 
agency for the entire building industry, the lumber dealer has the con- 
tact with prospective home owners and the sales organization needed to 
merchandise prefabs successfully. 

The large volume of mail received from dealers asking about prefabri- 
cated homes substantiates this belief. Further substantiation is offered 
by several prefabricators who distribute through retail lumber yards ex- 
clusively. . . AMERICAN LUMBERMAN is preparing a list of prefabri- 
cated home manufacturers who will sell through lumber dealers. The list 
is available on request. 








Two Chicago concerns, General Houses, Inc. (left) and HomeOla (right) are prefabers who 
distribute exclusively through retail lumber dealers. General House’s simplest plan calls for 
four rooms, bath and utility room. HomeOla offers five basic models. 
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Combination living-dining room im the Fuller house. Panels of plywood may be used 
to cover interior aluminum surfaces, also paint or paper. Plexiglas windows, curtained 
for privacy, circle the house. Continuous curtain rods are a standard feature. 


crease in markup. While compen- 
sating manufacturers for increased 
costs, the buyer pays a higher price 
for his prefab. 

Despite this hearty government 
indorsement of their industry, most 
prefab manufacturers are not any 
happier for it. They feel they can 
dispose of their output without any 
government subsidy. Some prefab- 
ers would prefer to avoid the pub- 
licity that government subsidies 
and guarantees are giving the 
industry. 


PREFABERS’ PROBLEMS 


DISTRIBUTION looms as a 
larger problem than production. 
Of more than a score of manufac- 
turers queried recently, twelve 
would not promise deliveries out- 
side a 300-mile area. Johnson, and 
Ivon Ford have attempted to solve 
this problem by establishing manu- 
facturing plants in various sections 
of the country. Gunnison has simi- 
lar plans. He says his first plant in 
New Albany, Ind., will be supple- 
mented by eight other plants, each 
capable of turning out a new house 
every 25 minutes after attaining 
full production. 

Gunnison has divided the coun- 
try into nine regions, 43 zones and 
approximately 150 districts. His 
dealers, who will merchandise Gun- 
nison homes exclusively, will be 
located in every town exceeding 
9,000 population. 

They will be especially trained at 
Gunnison’s Indiana headquarters 
and upon accepting a dealers’ fran- 
chise will be required to meet a 
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sales quota and turn in weekly 
sales figures and monthly financial 
reports. 

Prefabers plan to distribute their 
products through department 
stores, real estate dealers, contrac- 
tors, authorized dealers and lum- 
ber dealers. While most manufac- 
turers plan to set up their own 
sales organizations, there are sev- 
eral notable exceptions. Two Chi- 
cago concerns, HomeOla and Gen- 
eral Houses, have named the lum- 


ber dealer as their exclusive agents, 


HomeOla had been selling the 
lumber dealer plywood for years 
and knew his reputation as a busi- 
ness man in the community. That 
is the reason the lumber dealer 
was chosen to merchandise Home- 
Ola, says Jacques Willis, director of 
the Willisway system, sponsors of 
HomeOla. Four hundred dealers 
have qualified as HomeOla agents 
since July 1, 1945. 

Houston Ready-Cut houses is an- 
other manufacturer who plans to 
distribute through the lumber deal- 
er. Houston, which delivers by 
truck, limits deliveries to within 
a 350-mile radius of Houston, Tex. 
HomeOla plans deliveries through- 
out the country. This organization 
eliminates repetitive transporta- 
tion costs by having all its main 
structural elements fabricated at 
the source of supply; steel items 
like joists, stairs and window 
frames and plumbing supplies are 
subcontracted to midwest firms. 
Parts are shipped direct to dealers 
in carload lots. 

Acceptance is another thorny 
problem of the manufacturer. The 
Prefabricated Home Manufactur- 
ers’ institute is doing its best to 
break down old time prejudices. 


In its new booklet, Modern 
Homes by Modern Methods, PHMI 
says “prefabrication promises no 
wizardry; it provides attractive, 
permanent, efficient homes.” Then 
the booklet goes on to claim that 
prefabrication eliminates waste of 


Wingfoot houses on the assembly line. Wingfoot, a subsidiary of Goodyear, proposes 

to build 157 houses a day, sell them at $2,500 apiece. On the delivery truck the 

house measures 26 feet long and eight feet wide. Telescoped wings are pushed out 
at building site to convert house into T-shape unit 26 by 15 feet. 
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material, manpower and excessive 
distribution costs; that its houses 
are of superior construction and 
conform to high government stand- 
ards. 

To place the prefabricated house 
on the same sound construction 
basis as the conventionally built: 
house, at least in the minds of the 
public, PHMI last year drew up a 
commercial standard for prefabri- 
cated homes which was approved 
by the National Bureau of Stand- 
ards. Requirements cover work- 
manship, materials, strength; floor, 
ceiling and wind loads; foundations, 
chimneys, heating and other stand- 
ards. 

Labor unions are still a stubborn 
obstacle to the prefaber in many 
localities. American Standards as- 
sociation estimates manufacturers 
may have code troubles in two- 
thirds of the cities with a popula- 
tion exceeding 50,000. 

Most building codes also dis- 
courage prefab construction, al- 
though the prejudice against this 
type of construction may have 
passed in some quarters under the 
cloak of emergency housing. Some 
manufacturers plan to avoid code 
trouble by covering the urban dis- 
tricts last, hoping a basic code may 
be adopted meantime. 


MERCHANDISING ANGLES 


THESE are the headlines that 
catch the public’s eye: “Three 
weeks from forest to foundation— 
from foundation to roof, sunrise 
to sunset.” “Push a button and get 
a home in 25 minutes.” 


These may sound like tabloid 
headlines, but the fact is prefabri- 
cation is out of the horse-and-buggy 
era. When U. S. Steel acquired 
Gunnison homes, Benjamin F. Fair- 
less, president of the steel corpora- 
tion, said: 

“Prefabricated homes should be- 
come one of the world’s great in- 
dustries and can aid substantially 
in postwar employment.” 


If Gunnison’s plans go through, 
the Fairless statement will be on 
the conservative side. Other man- 
ufacturers have announced simi- 
larly ambitious plans. Anchorage, 
which has orders for 45,000 homes, 
expects to manufacture 15,000 
houses next year while Precision 
contemplates building 30,000, at 
least twice as many as most com- 
petitors. 

Fuller, who prefers the’ designa- 
tion mass production to prefabri- 
cation, expects to build 50,000 alu- 
minum houses annually when full 
Production is achieved. 





WHY BUY A PREFAB? 


MANUFACTURERS themselves 
differ as to the real reason why the 
prospective home owner should buy 
a prefab. One says low cost, a 
claim that conventional builders 
will gladly argue. A price study 
indicates prefab manufacturers 
have not slashed the cost of homes 
very much—yet. Reductions of 10 
to 20 percent are predicted when 
and if mass production gets into 
high gear. 

Another manufacturer says speed 
of erection is a good reason 
for buying a prefab. He will finish 
a house in 10-20 days as against 
60-90 days required by the average 
house builder. A third manufac- 
turer claims optional features and 
the advantage of a first-rate archi- 
tect. 


Most of the prefab prices quoted 
are basic or for the shell only. For 
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example, only 50 percent of the 
prefab manufacturers replying to 
a recent questionnaire said they 
furnished a foundation; 14 out of 
40 furnished no electrical wiring; 
12 out of 40 furnished no plumbing 
fixtures; only 26 of 41 planned to 
include water closets; 30 of 50 said 
the roof surface would be applied 
in the field, not at the factory. 

Materials furnished by one man- 
ufacturer represented only 40 per- 
cent of the total-estimated cost of 
the new home. 

Service is one talking point that 
some prefab manufacturers like to 
make. One manufacturer claims 
that his houses are “finished and 
ready to occupy and guaranteed for 
one year against all defects of 
workmanship and materials.” 

Other manufacturers, like auto 
dealers, advertise continuous serv- 
ice, tuning up the heating units in 

(Continued on Page 40) 


> 


Anchorage Homes, Inc. is offering 48 different home designs. Houses not yef in pro- 
duction but President W. W. Rausch predicts seven-acre factory now under construction 
will turn out 10,000 in 1947. Probable prices $4,500 to $8,700. 





THE HYANNIS 
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ARCHITECT'S perspective of the new office building and store of the 
Calcasieu Lumber company, Austin, Tex., with display windows front- 
Lumber sheds will be at the right 
of the building with open storage space to the rear. 


ing the street on two sides. 


Texas Dealer 


Looks Ahead 


















63-year-old Calcasieu Lumber company, Austin, constructing three-story office 
and store to sell all material, equipment and service for home and farm building. 


AN EX-SERGEANT in the 
United States Field Artillery 
returned to his postwar Austin, 
Tex. last December and immedi- 
ately launched a program to de- 
velop one of the largest and finest 
building material merchandising 
establishments in the nation. 

W. S. Drake, president of the 
Caleasieu Lumber, is now in the 
midst of a yard and store modern- 
ization program centered around 
the construction of a three-story 
reinforced concrete building 138x- 
144 feet located on a fine corner 
lot adjacent to the main business 
section of Austin. 

At the present time the firm’s 
lumber sheds, warehouses, wood- 
working plant, stores, and offices 
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are scattered over three city blocks, 
including the new building under 
construction. In addition to doing 
a large volume of business in the 


Austin trading area, the Calcasieu 


company operates 17 retail yards 
and does a sizable wholesale and 
jobbing business in building mate- 
rials throughout central Texas. 
East of the main office and lumber 
sheds in a separate two-story 
building the company operates a 
sizable millwork plant, employing 
about 80 men manufacturing mill- 
work. The firm also acts as dis- 
tributors for nationally-known 
millwork firms, in addition to dis- 
tributing all their own production 
on those items. 

In the 22 months Mr. Drake was 


serving the armed forces, his de- 
pendable staff in Austin operated 
the woodwork plant, as well as the 
balance of the operation, on a war- 
time basis. For 10 months the mill- 
work plant was run on a 24 hour- 
a-day basis making windows «and 
doors for army camps. They :lso 
turned out sizable quantities of 
boxes of several different types for 
war use. 


BUSINESS DEPARTMENTALIZED 


DURING the 63 years the ‘rm 
has been in business at the same 
location, it has kept pace with the 
growth of Austin and that section 
of Texas. New lines have veen 
added regularly and today the com- 
pany is a fine example of how 4 
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lumber yard can grow to become 
the one-stop building headquarters 
of « community. Mr. Drake, who 
took over the management of the 
business from his father, W. S. 
Drake Sr., has departmentalized 
the business to streamline opera- 
tions. A list of these departments 
furnishes a good breakdown of 
their activities in serving the build- 
ing needs of the area. They are as 
follows: lumber and building mate- 
rials, hardware, paint, wallpaper 
and light fixtures, glass, appliances, 
air conditioning equipment, mill- 
work manufacturing. 

Each of these departments is 
headed by an individual who is held 
responsible by the firm’s president, 
Mr. Drake, for the successful op- 
eration of that phase of the busi- 
ness. To assist him in the manage- 
ment of the business Mr. Drake has 
directly under him the following in- 
dividuals: Lester Palmer, general 
manager; Ed Cullen, lumber pur- 
chasing agent, who also handles 
large contracts; Raymond Dear, 
general sales manager; N. S. 
Johns, assistant general sales man- 
ager; L. B. Schurr, who acts as 
purchasing agent for all the lines 
except lumber. All office employes 
of the Calecasieu company, and the 
department employes work on a 
salary and bonus system, the bonus 
based on the profits on each de- 
partment. Mr. Drake is also work- 
ing out a pension plan arrangement 
for his permanent employes. 


TAKE ON SPECIALTY LINES 


IN KEEPING abreast of the 
trend in lumber yard merchandis- 
ing, the firm was unable to estab- 
lish all the specialty lumber store 
lines in one building so at the pres- 
ent time, pending completion of the 
new three story building, there are 
several separate stores located ad- 
jacent to the main yard building or 
across the street. In one of these 
buildings Mr. Drake has a full line 
of home appliances and air condi- 
tioning equipment. In another there 
is a complete line of paint, wall- 
paper, lighting fixtures and hard- 
ware. Across the street from the 
main office and store, customers 
find the glass store. All of these 
stores will, of course, be combined 
in the new building to complete the 
job of making that lumber yard a 
one-stop buying point for all the 
materials and equipment that go 
Into 1 modern home. 


HOME APPLIANCES 


THE FIRM has succeeded in ob- 
taining franchises to handle a num- 


ber of nationally-known home ap- 
pliance lines. Mr. Drake reports the 
local plumbing distributors and 
unions stymied his efforts to take 
on plumbing as part of his home 
building service, but as an alter- 
native he completed working ar- 
rangements with those already es- 
tablished in the business in Austin 
so that his firm e¢an still handle 
that part of the building problem 
for consumers. 

When the new building is com- 
pleted sometime this summer, the 
firm’s offices will occupy a portion 
of the first floor, with the balance 
devoted to displays of merchandise. 
The exterior of the first floor on 
two sides will be glass display win- 
dows which will permit a view from 
the street of the entire interior 
of the store with all the merchan- 
dise. Second floor of the structure 
will, according to present plans, be 
a room-by-room display of installed 
building materials and home equip- 
ment. Detailed plans on what to 
do with the third floor are as yet 
not definitely laid out, but Mr. 
Drake has that space available for 
expansion, additional lines of mer- 
chandise or as warehouse space. 


RESAW AND DRY KILN 


MR. DRAKE frankly admits the 
biggest problem in operating the 
business today is finding lumber, 
building materials and the other 
items to sell consumers. The firm 
has a sizable resawing outfit for 
reprocessing lumber bought in 
large and odd sizes from mills so 
it will be satisfactory for their con- 
sumers. In the near future this re- 
tailer will install his own dry kiln 
to handle all the green lumber that 
comes from the mills, a condition 
which Mr. Drake anticipates will 
continue for some time. 

When this progressive firm takes 
on a line of merchandise or adopts 
a policy of merchandising, it is 
pursued with a maximum amount 
of enthusiasm and all angles are 
exploited. For example, the Cal- 
casieu company’s glass store and 
shop not only caters to all types of 
glass sales and installation for 
buildings but sells and_ installs 
automobile and truck glass of all 
types in sizable volume. In April 
the firm was unable to purchase 
ordinary window glass in quan- 
tities to take care of demand, so 
a decision was made to purchase 
a large quantity of one-eighth-inch 
plate glass in order to satisfy the 
trade. Although the price on this 
type of glass for windows is con- 
siderably higher than ordinary 
glass, it was a question of having 


AMrRICAN LUMBERMAN, May 25, 1946 











glass on hand at a higher priee for 
customers or sending them away 
unsatisfied. 


INSTALMENT SALES 


THE Calcasieu company has a 
large instalment sales department 
and uses it prodigiously in promot- 
ing better building and better mer- 
chandise for its customers. This 
year the firm has no salesmen at 
work but when conditions warrant 
it, plans are all completed to have 
a staff of firm representatives con- 
stantly contacting the public to 
keep the consumer dollars coming 
to Calcasieu. The biggest job now 
for Mr. Drake and his department 
heads at the Calcasieu Lumber 
company is finding lumber and ma- 
terials to sell. This is true of most 
retail lumber yards throughout the 
nation today, but the Calcasieu 
company concentrates on procure- 
ment of merchandise and working 
out ways and means to make an 
alternate material do a satisfactory 
job in place of a more conventional 
material which is not available. 
New products and new materials 
receive careful study and if they 
are found to be satisfactory for 
sale by that firm, some way is 
found to adapt them to the needs 
of their customers. Mr. Drake and 
his staff have decided this situa- 
tion will prevail indefinitely and 
are determined to maintain volume 
using every ounce of initiative and 
ingenuity that can be mustered to 
keep merchandise shipments com- 
ing to their yard. 

This firm does not handle build- 
ing or contracting business for its 
customers, but sells directly to 
contractors on building projects 
under working agreements on 
financing and consumer relations. 
Mr. Drake reports his firm fi- 
nances about 90 percent of its con- 
tractor-jobs to completion. 

The entire organization, totaling 
about 140 persons, is made up 
largely of young individuals, who 
are loyal and enthusiastic about 
their firm and its prospects for the 
future. In addition to the firm’s 
bonus payment plan for office em- 
ployes, and the proposed pension 
plan, Mr. Drake has turned over 
200 acres of land on the Colorado 
river in Texas adjacent to Austin, 
for the use of his employes for rec- 
reational purposes. 

Mr. Drake, who is young and 
energetic, is optimistic and very 
enthusiastic about the future of his 
firm and his employes. He is active 
in work of the Lumbermens Asso- 
ciation of Texas and is a member 
of the board of directors. 
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Builders’ Hardware Now An 





DESIGNED to increase sales appeal are the builders’ hardware displays suggested by manv- 
facturers. 





N, 1944 WE STARTED a market 
investigation of the builders’ 


hardware business. That investi- 
gation has revealed the rapidly 
growing part lumber yards are 
playing in the merchandising of 
this product. 

The study was comprehensive. 
It was national in scope, since it 
embraced 28 states and cross-sec- 
tioned the conditions in all parts 
of the country. It was made en- 
tirely through personal interviews. 
We talked to all factors in the 
trade—jobbers, contract hardware 
dealers, lumber dealers, architects, 
builders, building management or- 
ganizations, owners of commercial 
and industrial buildings, real estate 
people, banks, insurance companies, 
etc. We did not interview house- 
holders directly, but we gained am- 
ple coverage of the attitude of the 
householder toward builders’ hard- 
ware through the other sources of 
information that were approached. 

The survey hardly started before 
evidence of the importance of the 


28 


lumber yard in builders’ hardware 
began piling up. The standing of 
the lumber yard in this field varies 
tremendously in different parts of 
the country. The lumber yard, from 
the standpoint of builders’ hard- 
ware, is relatively unimportant in 
some sections. Generally it plays a 
bigger part in the smaller cities 
and towns than in the metropoli- 
tan centers. Its importance mounts 
as you go westward. 

The business of the lumber deal- 
er in builders’ hardware is con- 
fined mainly to residential work. It 
is not getting in on commercial or 
industrial jobs to any extent. In 
many communities the lumber 
yards are still not set up to get 
the big orders. 

However, the percentage of the 
total builders’ hardware sales lum- 
ber dealers are getting in localities 
where they are established is large. 
In many places it runs considerably 
more than 50 percent of the whole. 
But in our surveys we always at- 
tach more significance to trends— 
to the direction in which a busi- 
ness is headed—than to the present 
conditions. 

The net of our findings in this 
study is: All indications point to 
the fact the lumber dealer will do 
a substantial portion of the build- 
ers’ hardware business in virtually 
all parts of the United States dur- 
ing the years of building prosper- 
ity that lie ahead of us. 

Builders’ hardware is not a new 
line for lumber yards. It must have 


been a great many years ago when 
the first lumber dealer began to 
stock it. However about 25 vears 
ago more and more lumber mer- 
chants started to put in certain 
hardware items. But it was not un- 
til recent years that builders’ hard- 
ware won wide recognition, as a 
necessary regular department in 
lumber yards. 


WHY DEALERS GAVE UP 

THE TROUBLE with the busi- 
ness until recently is it has been 
too much of an in-and-out depart- 
ment. Lumber merchants tried it 
for awhile, found it did not go over 
too well and then dropped it. Many 
dealers made several attempts to 
sell builders’ hardware before they 
either learned how or gave up ul- 
timately in disgust. 

There are six main reasons why 
these men failed: 

1. They did not carry a com- 
plete line. They did not offer a 
wide enough selection of designs, 
and hence were not able to supply 
appropriate hardware for various 
styles of architecture. 

2. They too often carried only 
cheap, steel hardware, and_ thus 
they were able to compete only on 
the price jobs. Besides, handling 
cheap hardware was _ inconsistent 
with lumber dealers’ customary pol- 
icy of maintaining their business 
as a quality retail outlet. 

3. They did not tie up with the 
famous brands of builders’ hard- 
ware-brands which have consumer 
acceptance and are preferred by 
architects and the better class of 
builders. (Another article in this 
series will show lumber dealers 
were not to blame for the absence 
of big names from their hardware 
shelves. Nevertheless this absence 
did hurt them in their initial at- 
tempts to build hardware depart- 
ments. ) 

4. They did not know much 
about builders’ hardware. They did 
not know how to “detail” it into 
a job or how to service the job. 
And they were competing with 
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Important Lumber Yard Department 


This is the first of a series of articles on the merchan- 
dising of builders’ hardware by lumber retailers. 


hardware men who were experts in 
doing these very things. 

5. Often their places of business . 
were out of the path of retail traf- 
fc. Their stores were imconven- 
iently and unattractively arranged. 
Their displays were poor. In every 
way they were competing at a dis- 
advantage. 

6. And finally lumber yards 
were not yet an accepted outlet for 
builders’ hardware. None of the 
factors in the building picture 
thought of the yard as a place to 
buy builders’ hardware. 


DEPRESSION BRINGS CHANGE 

THIS general situation prevailed 
until the depression of the 1930’s 
extended its shadows deep into the 
lumber business. Lumber dealers’ 
sales fell off seriously. Revenue 
dropped drastically. Dealers began 
to look around for methods of re- 
inforcing their sales. They began 
thinking of all the materials, prod- 
ucts and items that go into a build- 
ing besides lumber. They were al- 
ready handling some of these 
things. Why couldn’t they handle 
more of them? 

Gradually more and more lumber 
dealers gave consideration to build- 
ers’ hardware. It was a logical line 
for them to carry. It goes with the 
other things they deal in. They are 
accustomed to reading blueprints 
and they could quickly pick, up the 
technical knowledge required to 
handle builders’ hardware intelli- 
gently. They studied the mistakes 
the pioneers made in retailing this 
line. Also they looked into the rea- 
son for the success of some of these 
pioneers. Little by little, policies 
Were organized and practices were 
formulated. More and more lumber 
dealers added builders’ hardware to 
the growing list of things they are 
how retailing. The result is today 
the lumberyard is a real factor in 
builders’ hardware distribution. 
(The policies and methods lumber 
dealers have followed to attain this 
position will be told in succeeding 
atticles.) 
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Lumber Must Be Sold Through Retailers 


Normal distribution methods have gone haywire under 
pressure from the black market and OPA prices . . . 
Dealers need lumber and manufacturers will once again 


need dealer outlets 


. . These two groups must arrive 


at a common solution to the problem of distribution 
or change the course of the whole building industry. 





THIS ARTICLE is based on a courageous talk 

which S. L. Forrest, president of the National 

Retail Lumber Dealers’ association, made be- 

fore the members of the Southern Pine asso- 

ciation at their New Orleans convention, 
May 8. 


Ir A SOLUTION to the present 
chaotic situation in building is to 
be found, it must be found by the 
industry itself. It will assuredly 
not be supplied by government, 
nor any agency of the government. 

Our solution lies in our own 
hands, and to attain it we must be 
willing to face the facts in a 
realistic way. We must be willing 
to admit that we each have a very 
definite responsibility to the home- 
buying public. If we are to con- 
tinue .to deserve the confidence of 
this public, we must not fail to 
render the service we have hereto- 
fore rendered, and we must do this 
at a reasonable price, considering 


30 


all factors that must be taken into 
account. 


MAJOR FACTORS IN BUILDING 


THERE are three major factors 
involved in home building. These 
are production, distribution and 
assembly. The first of these, pro- 
duction, is entirely in the hands 
of manufacturers. 

The third factor, assembly, can 
be taken care of locally in the 
various communities of the Na- 
tion, and is not one to which we 
here have to give a lot of atten- 
tion. 

The second factor, however, dis- 
tribution, is one in which manu- 
facturers and retailers share the 
responsibility. We must arrive 
at a common solution to the prob- 
lem of distribution or change the 
whole course of the building in- 
dustry as it has been known in 
the past. 


I think we will all admit the 
war and government control and 
regulation are factors which have 
thrown our system out of balance. 
During the war this could not 
have been avoided. Since the end 
of the war it has grown steadily 
worse. What are we going to do 
about it? 


LITTLE LUMBER TO DEALERS 


LET’S look at the picture to- 
day, as it actually is: 

A very small percentage of the 
lumber being made today is ac- 
tually going to the average retail 
yard. I refer to the yard that has 
no controlled production and that 
refuses to make a “deal” or go 
black market. Now, of course, 
there are exceptions to this rule, 
just as there are a few mills which 
are shipping largely to dealers. 
But, without a doubt, most of the 
production in both southern pine 
and western woods is definitely 
moving from the mills (by various 
ways) at more than the dealer is 


legally permitted to pay. So long 
as this condition exists the aver- 
age dealer will simply not be able 
to get lumber in his yard in quan- 
tities, and the public is not going 
to get housing at a price that con- 
forms to the legal ceiling. 


HIGHER LUMBER PRICES 


A FEW examples of the way 
that higher lumber prices are 
brought about, some legal, some 
shady, and some illegal are: 

(1) Railroads are legally per- 
mitted to pay up to $20.00 per 
thousand more than dealers can 
pay. 

(2) Export lumber carries a 
premium of up to 15 percent over 
what the dealer can pay. 

(3) Selling direct from mill to 
trucks at $6.00 up (presumably 
for delivery within a 25 mile 
radius). 

(4) Dealers are buying mills, 
and mills are buying or opening 
up yards. 

(5) Options are being bought 
and sold on mills to control! the 
production. 

(6) Mills are being leased to 
control production. 

(7) Timber (on which there is 
no ceiling price) is being bought 
at fantastic prices and traded for 
lumber. Rough lumber is_ being 
traded for finished lumber, and 
especially is this true in oak {loor- 
ing. 

(8) Some lumber is being sold 
outright at black market prices. 

(9) Some lumber is being sold 
by upgrading or short count at 
the mill. 

I could go on and on, naming 
various devices that are used, only 
because the dealer, who buys on 
the legal ceiling can not pay 
much as the mill can realize by 
selling through other channels. A 
lot of these methods of purchases 
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are legal, and can not be touched 
py OPA enforcement. The tempta- 
tion is getting greater as the sup- 
ply lessens for the legitimate op- 
erators on both sides to make a 
“deal.” 

PUBLIC PAYS THE BILL 


FOR all this the public is pay- 
ing the bill. For OPA to say that 
they are “holding the line” on 
lumber prices is worse than a de- 
liberate falsification of what they 
know to be the facts. 

OPA has no solution. The prob- 
lem is in the lap of our industry, 
and we should work it out. I think 
we can... if manufacturers are 
willing to work with dealers in a 
spirit of mutual cooperation. 

All along, the national and re- 
gional dealer associations have 
been asking OPA for more money 
at the mill level, so as to bring 
out production. This was to our 
interest, because we can’t build 
houses on government edicts. 
Neither can we build them with 
black market lumber that comes 
into our towns on trucks and sells 
to the consumers and contractors 
at from twenty-five to one hundred 
percent over the price we are per- 
mitted to charge. There can be no 
effective control of the retail price 
of lumber except through the re- 
tail dealers. 


DEALERS ARE ESSENTIAL 


THE lumber producers are going 
to need the dealers in the future, 
and if they lose this connection 
they are going to wake up some 
time to the realization they have 
lost the only investment factor at 
the distribution level in the light 
construction industry. 


Before the war the dealers built 
70 percent of the homes of the 
Nation, and because of their in- 
vestments in their various com- 
munities, they don’t intend to lose 
this business. They may have to 
learn to use something besides lum- 
ber to build with, and lumber pro- 
ducers are giving them a lot of 
good training in this respect now. 
Dealers have the capital, the plants, 
the sales force, the contractor or- 
ganization, the financing and the 
“know-how.” They are not going to 


See this business go away from 
them to some other group. 
Recently the National Retail 
Lumber Dealers’ association had a 
committee of twelve meet with a 
like committee from the Pro- 
ducers’ council in Chicago. The 


Producers’ council is an association 
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of manufacturers who make most 
types of building materials other 


than lumber. This group is cul- 
tivating dealer outlets because they 
realize they need this investment 
factor, with the plants and “know- 
how,” to convert their products 
into housing. I believe lumber 
manufacturers, too, will need this 
outlet. 


ONLY SOUND SOLUTION 


LIP service alone is not enough. 
It is up to producers and dealers 
to show the people of this Nation, 
as well as the bureaucrats, we 
have in private industry the only 
sound solution to the housing prob- 
lem. America is already the best- 
housed nation in the world. The 
building industry has done this 
job in the past, and we can do it 
again; but it takes affirmative ac- 
tion by the mills as well as re- 
tailers. 


I know the mills are fearful of 
losing the differential to the rail- 
roads and also the differential of 
$6.00 a thousand for the so-called 
“retail” sale in the so-called 25- 
mile radius of the mill, but the 
time has come now when the mills 
must make a choice. Do producers 
want to retain the dealer as their 
principal outlet, or do they want 
to depend on other channels? If 
they want the dealer to remain, 
then certainly it is not too much 
to ask that they join dealers in 
a move to make this possible. 


PROGRAM FOR ACTION 


HERE is what I think should 
be done, and what I call on the 
Southern Pine association to do 
now: 

(1) Join the retailers and other 
groups of lumber manufacturers 
who will in a united and joint 
statement request OPA to elimi- 
nate all price differentials that pre- 
vent the dealer from paying as 
much as anyone else can legally 
pay for lumber. 


(2) Urge also a revision of the 
to en- 


pricing structure so as 


courage the manufacture of items 
needed for housing. 

(3) Urge with us also that the 
prices be so set as to encourage 
proper manufacture, drying and 
processing of house building ma- 
terial at the mill, where it can be 
done most economically, rather than 
at some later stage in distribu- 
tion. 

(4) When this is achieved, then 
co-operate with all enforcement 
agencies to the end that black mar- 
kets of all kinds in our products 
may be minimized. 

Let me hasten to say here the 
dealers fully realize the present 
price structure is set up on the 
basis of the sawmill’s receiving 
this premium on railroad business, 
export business and truck business 
(in a 25-mile radius). We know 
full well if these were taken away 
and a compensating raise not 
granted many mills would have to 
close. Therefore, we the dealers 
would join you in demanding this 
compensating adjustment to offset 
the loss. 


COORDINATION NEEDED 


I FEEL there has been a lack 
of coordination between the various 
branches of the lumber industry. 
This certainly has been as much 
the dealers’ fault as the producers. 
Regardless, though, of where the 
blame lies, we should correct it. 
We as dealers, stand ready to do 
our part. Will manufacturers join 
us? Too often we have let OPA 
play one branch of the industry 
against the other. We should be 
too smart to let this happen any 
more. I suggest a top-strata com- 
mittee at the National level from 
all groups, not too large, to work 
out a line of action. This should 
be a continuing job, and supported 
vigorously. 

The paramount and fundamental 
need in our industry is for genuine 
and sincere cooperation and friend- 
ship between manufacturers and 
distributors. 








How We Control Turnover 





IN THIS ARTICLE, A. J. Jordan, Jr., vice presi- 

dent, Jordan Millwork company, Sioux Falls, 

S. D., tells how his firm controls turnover 
and simplifies record keeping. 


HERE IS NOT a shadow of 
of a doubt—it does cost mon- 
ey to own stock. Consequently few 
activities are of more importance 
than controlling inventories in re- 
lation to sales. It is vital to make 
turnover as high as possible and 
to keep inventory investment re- 
stricted to the lowest possible fig- 
ure that will enable the company 
to maintain adequate and balanced 
stocks to serve customers. 
Controlling inventory is not 
merely an ideal. It is a matter of 
utmost importance. Nothing is 
more fundamental to operation 
than avoiding excess stock, stocks 
of obsolete or obsolescent material, 
and stock shortages. During the 
war, it was not possible to do this 
100 percent. It is not yet possible. 
Nevertheless, we decided we must 
do what could be done under war 
conditions, and we realized the be- 
ginning made then would stand us 
in good stead when we finally en- 
ter a normal merchandising period. 
Consequently, about a year ago 
we installed a modern, up-to-date 
system of inventory control, based 
on the principle of controlling the 
amount of each item we stock by 
the time it will take us to sell it. 
When we decided that we could 
not afford not to control inventory 
through control of turnover, we 
knew it was necessary to imple- 
ment our decision by adequate rec- 
ords correctly designed to fit this 
specific purpose. Even though our 
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During the war—and even now —control of stocks 
has been almost impossible. But this South Dakota 
firm has adopted a system which will enable them 
to operate efficiently at all times in the future. 


control could not be as complete 
as we wanted to have it, we were 
able to control some items despite 
short supplies and increased de- 
mand. 

Now that we have had our rec- 
ord in action for about a year, we 
know very definitely what it has 
accomplished for us. Through it 
we have been able to do these 
things: 

1. We are able to review all the 
information about the purchase, sale 
and inventory position of specific 
items, because this information is 
brought together in a single folder. 

2. We are able to see at a glance 
the stock condition of every item in 
terms of number of weeks it will last. 
Our system reveals overstock, normal 
stock, understocks needing expedit- 
ing. It signals the order point which 
controls placing of new orders or re- 
view of current sales to decide 
whether to work on lower stocks for 
faster turnover. 

3. We prevent overstocks and un- 
derstocks of procurable items. 

4. We have an automatic way of 
increasing turnover rates by relating 
stock levels to changing rates of sales. 
If sales increase or decrease materi- 
ally, this is shown by the consumption 
figures, whereas if delivery times 
change materially this is shown by the 
purchase record card. Adjustments 
are made to keep investments as low 
as we possibly can in relation to sales. 

5. We know immediately of chang- 
ing demand trends so that we know 
when stocks of individual items are 
losing popularity and threatening to 
become obsolescent in time to dispose 
of them through special promotional 
efforts. We are in no danger, there- 
fore, of waking up some morning to 
find that our money is tied up in un- 
wanted merchandise that we _ shall 
have to warehouse indefinitely or 
mark down and sell at a loss. 

6. We have already more than 
saved the cost of the system through 
the use of the “pricing card” for order 
editing and through other savings of 
clerical and executive time in follow- 
ing up orders. This saving is over 
and above the benefits we have al- 
ready had in stock control under war 
conditions. These benefits will be 
rapidly extended now that we are in 
transition to normal conditions in 
which we can immediately turn 
knowledge into effective action to con- 
trol stocks. 

We do not get these advantages 
which are the elements of genuine 


inventory and turnover control by 


any magical process. They come 
from the use of a very simple and 
effective inventory control record. 
This record is housed in three 
Kardex cabinets, holding 8x5 inch 
cards. We adopted this method to 
replace the visible binders which 
we formerly used for inventory 
control because it permits us to 
use Graph-A-Matic control signals. 
These signals visibly chart the 
number of weeks supply on hand 
for each item in terms of its own 
rate of sale. We find this practical 
and efficient. We are firm believers 
in the principle of inventory man- 
agement by exception — that is, 
management only of the things 
which need attention as shown by 
abnormal position of control sig- 
nals on individual items. 

We use four different types of 
cards in this record. The illustra- 
tion shows how the four are as- 
sembled together. In the upper 
part of the pocket there is a pair 
of split cards. The one to the right 
is a monthly consumption record 
which shows sales by months for 
an eight year period, with the total 
and average value of inventory for 
each year. Beside it there is a pur- 
chase record card which shows ven- 
dors’ name. The dates of orders 
placed and the identity of the ven- 
dor with whom each order was 
placed are shown, as are the pur- 
chase order number and the quan- 
tity ordered, the date shipped, the 
quantity received, and the quantity 
back ordered. In the lower pocket 
there is a stock record and dis- 
bursement card which shows the 
date, the order. number, the quan- 
tity received, the quantity sold, 
sales year to date and balance on 
hand. This card is recapped 
monthly to the summary card 
above. This is the source of the 
controlling facts. With this card 
there is a pricing card to show the 
item, the price, and the discount. 
This pricing card enables us to 
edit and price orders much more 
rapidly and accurately than the 
former method we used. As men- 
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tioned above, we feel this one fea- 
ture saved us more than the entire 
cost of the record within the first 
year of operations. 

Inserted in the celluloid tip of 
the lower edge of the lower pocket 
there is what is called a title in- 
sert. This is the visible margin. 
It is what makes genuine control 
and management by exception pos- 
sible. It shows the item name 
(typed) and signals the month of 
the last order and conditions of the 
inventory. This is done by a visible 
Graph-A-Matic signal as follows: 
The balance on hand is divided by 
the average consumption per 
month, which is readily estimated 
from the figures posted to the card 
in the upper left hand portion of 
the pocket. Let us say that the 
average monthly consumption is 
50 units, and the balance on hand 
is 100 units, or two months’ sup- 
ply. If the replacement time is four 
weeks, the signal is set on figure 
“8” in the line marked “4 weeks 
delivery.”” That is, the signal is set 
at the ordering point. Its position 
automatically notifies the buyer 
that this item should be reviewed 
and probably reordered because 
“8” week’s supply provides one 
month’s reserve, in addition to 
what will be used up during the 
replacement time of four weeks. 

If the order is not delivered 
within four weeks, during which 
time 50 units will have been sold, 
a control signal will have moved 
further and further to the left with 
each disbursement until at the end 
of four weeks it will show at the 
follow-up point, marked by the tri- 
angle. This warns the buyer ex- 
pediting is necessary to insure that 
goods will be received before the 
stock is exhausted. In other words, 
the triangle marks the point at 
which the inventory position be- 
comes critical. On the other hand, 
if the delivery is actually made in 
four weeks as is expected, the 
quantity received is posted to the 
card. The balance is then adjusted 
and the signal is set to show the 
new balance on hand. Let’s suppose 
that this is 8 weeks’ supply. There 
remains a four weeks’ cushion, 
plus eight weeks’ supply received 
or twelve weeks’ supply on hand. 
The signal is, therefore, set over 
the figure “12” in the second line 
of the chart showing that the stock 
ls in normal condition. 


The control signal flashes to the 
buyer the fact no action need be 
taken. As the weeks go by, the sig- 
nal continues to reveal a normal 
stock is on hand until the order 


point is again reached, at which 
time the buyer again reviews the 
situation and takes the appropri- 
ate action. 

Since we always know in terms 
of weeks how much of each item 
is on hand, inventory control is 
automatic. It is adjusted to a high 
rate of turnover. We do not have 
to guess or wonder. The recorder 
brings together for us in one place 
all the useful figures on receipts 
and disbursements so that monthly 
consumption is know at all times, 
as is the quantity on hand. Simple 
mental division translates stock on 
hand to the number of weeks it 
will last. A control signal is set on 
this number of weeks. The cards 
are so designed that regardless of 
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eight weeks as indicated by the 
purchase record card, order point 
is always in the center position of 
the scale and follow-up point is al- 
ways to the left at the point indi- 
cated by the triangle. Overstock 
conditions are always shown when 
the signal is moved to the extreme 
right. The bold faced figures indi- 
cate months. Items are easy to lo- 
cate and post because the name of 
the item shows visibly. The cards 
are arranged for easy posting, and 
so posting speed is high and cleri- 
cal cost is low. The resetting of the 
control signal takes only seconds. 

There is an old saying goods well 
bought are half sold. Genuine in- 
ventory control like this insures 
good: buying which is one essential 
to good merchandising and sound 
business practice. 
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ACTUAL sample from Jordan files shows how the records reveal all essential infor- 
mation at a glance. 
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Merchandising Major Appliances 


Through “Home Service” Contacts 





“We sell the materials to build 
the house; why not sell the ap- 
pliances for the interior?” rea- 
sons this St. Louis lumber 
company. Proper sales and 
service set-up assure profitable 
volume and satisfied customers. 











M4208 ELECTRIC appliances 

are aggressively merchan- 
dised by the Hill-Behan Lumber 
company, operating seven stores in 
the St. Louis area, on the basis 
that ‘“‘we sell the materials to build 
the house; why not sell the appli- 
ances for the interior?” 

Each of the seven stores carries 
a full size appliance department 
franchised for six major lines. The 
lumber company actually went into 
the appliance field in 1942—~just 
getting under way when the war 
put a quick halt to such operations. 
Now, with stock coming in, and 
beautiful appliance showrooms in 
most stores, Hill-Behan is making 
a serious bid for an important pos- 
ition in the home appliance field. 

A typical Hill-Behan refrigera- 
tor and range display is shown in 
the accompanying photograph — 
just inside and the main entrance 
to the Page boulevard store. Re- 
frigerators are displayed in al- 
coves, directly lighted, elevating 
them 10 inches above the floor. 
Similar methods are used to call 
attention to automatic home laun- 
dries, washing machines, and deep 
freeze equipment. In this store, 
three of the regular display win- 
dows will henceforth be devoted to 
major appliances, according to 
Gleen Schwing, merchandise man- 
ager. 

Instead of leaving it up to retail- 
store sales people to handle home 
appliance merchandising, the lum- 
ber firm has hired a crew of eight 
specialty men, all of whom will 
work outside the store. Leads for 
new prospects will be derived from 
several sources—chiefly home own- 
er customers who call upon Hill- 
Behan for building materials. “We 
have twelve full-time lumber sales- 
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men, who are constantly calling up- 
on home owners,” Mr. Schwing 
pointed out. “Each of these has an 
ideal opportunity to get inside the 
home, recommending paint, wood- 
work, builders’ hardware, etc. We 
ask each such salesman to watch 
for appliance sales opportunities, 
which he will turn into the mer- 
chandise office for an immediate 
followup. Lumber salesmen wil] 
make no sales themselves—instead 
they will take a specialty appliance 
salesman along with them on home 
owner calls. Then it will be up to 
the specialty man to close the ap- 
pliance sale while the lumber sales- 
man is busy elsewhere.” 

Leads will also be developed from 
a monthly direct mail program in- 
volving an 8&-page house organ 
printed by the lumber firm. This 
will list all major appliances in ad- 
dition to handy help instruction on 
how to use them, how to plan a 
model kitchen, etc. Five thousand 
of these are mailed each month, all 
to already-satisfied Hill-Behan cus- 
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tomers whose names are on the 
store charge accounts, or who are 
regular cash purchasers. 

The chain of lumber stores will 
back up its appliance promotion 
with a complete appliance service 
department, according to Mr. 
Schwing. Already featuring plumb- 
ing and heating repair servies, the 
company has set aside shop space 
for complete radio, refrigerator, 
and washing machine service, much 
of this work to be performed by 
the same men who handle heating 
installation. Only one service shop 
will be operated, at the main store, 
to service appliance owners sold by 
any of the six other stores. 

The outside men, who _ incident- 
ally are all returned ex-servicemen, 
will spend all of their time outside 
the store, according to Mr. 
Schwing. “We feel the lumber and 
building material dealer has a log- 
ical position in appliance retailing,” 
he summed up, “and we’re going to 
make the most of it during the next 
three years.” 











7 
radia 
equip 
stock 
ing ‘ 
gardl 
may 
men, 
const 
unne 
trave 
ducti 
resul 
ation 
Th 
whic 
aroul 
now 
space 
itsel1 
space 
feet 
need 
facil 
the ; 
W 
on t 
the ; 
a ya 
ther 
It sk 
dime 
is dc 
hanc 
and 
bein 
the 
and 
mus’ 
requ 
sizes 
Furt 
plus 
mak 
deliy 
close 
for 





mn the 
no are 


es will 
motion 
service 
o Mr. 
plumb- 
es, the 
/ space 
erator, 
, much 
1ed by 
eating 
e shop 
1 store, 
sold by 


cident- 
cemen, 
outside 
‘Oo «Mr. 
er and 
a log- 
Liling,” 
oing to 
ne next 














Placing Radial Saws 
For Maximum Efficiency 





Location of lumber yard woodworking equipment in 
relation to material handled and loading facilities 
merits good planning for profitable operation. 


O GET the most out of wood- 
working equipment, especially 
radial saws, the location of this 
equipment in relation to lumber 
stocks, loading facilities and work- 
ing space is very important. Re- 
gardless of how good equipment 
may be or how efficient the work- 
men, if operation is handicapped 
constantly by crowded quarters, 
unnecessarily long reaches and 
travel while working the saw, pro- 
duction is naturally hampered with 
resultant increased costs of oper- 
ation. 

The conventional radial saw, 
which has become the center 
around which most lumber dealers 
now do yard cutting, requires a 
space about 3x4 feet for the saw 
itself, not considering working 
space. A minimum of from 8 to 10 
feet of table or roller conveyor is 
needed on each side of the saw to 
facilitate handling lumber through 
the saw. 

When a radial saw is depended 
on to take care of practically all 
the sawing and precutting done in 
a yard, it must be located where 
there is plenty of working space. 
It should also be mounted near the 
dimension lumber so when ripping 
is done the heavy material can be 
handled with a minimum of time 
and effort. With the type of lumber 
being received by dealers today and 
the quantity of it, every device 
and bit of ingenuity that can be 
mustered in the use of a saw is 
required to give customers the 
sizes they can use most efficiently. 
Furthermore, the shortage of labor, 
plus the high cost of that labor 
make it mandatory that lumber be 
delivered to customers in sizes as 
close as possible to that required 
for the job. 


LOCATE FOR EFFICIENCY 
_ TOO frequently saws are located 
In separate sheds or nooks and cor- 
ners at a much greater distance 
than they should be from the lum- 
ber that is worked. This is a natur- 
al development because saws came 
to most lumber yards after the 
Sheds and storage facilities were 
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designed and built only for loading 
and not for additional treatment of 
material in the yard before de- 
livery. Wherever the radial saw is 
located in a lumber yard, it should 
be as close as possible to a spot 
where a truck can be parked so 
lumber coming from the saw can 
be loaded directly onto the truck, 
with the truck headed toward the 
usual exit so there will be no dan- 
ger of a truck-load leaving the yard 
before being checked out by the 
office. 

When mounting a saw, provision 
should be made for accurate gauge 
stops so any specified length or any 
number of pieces of the same 
length can be cut without separate 
measurement and marking on each 
piece. These gauges or bench stops 
can be as simple as cleats of wood 
that may be fastened to the benches 
or bench backing on each side of 
the saw. For those who care to 
work out a detailed series of 
gauges, they may be set up to cut 
any desired length within a six- 
teenth of an inch of anything 


called for in the popular lengths 
customarily cut on a radial saw. 
By the use of gauges and some 
quick mathematics, coupled with a 
basic knowledge of the principles 
of lumber grading much No. 3 can 





be converted to No, 2 and even No. 
1 by eliminating defects while cut- 
ting the pieces to specified lengths. 

Provision should also be made to 
facilitate posting a cutting sched- 
ule where it can be readily referred 
to and checked by the operator of 
the saw. The preparation of a good 
cutting schedule, clearly legible and 
easily checked, together with the 
correct location of the cutting 
schedule in relation to the saw and 
the lumber being worked always 
makes for fewer errors and faster 
operation. 


THREE CONVENTIONAL SETUPS 


THE majority of dealers manage 
to find a place somewhere in their 
lumber sheds for mounting a ra- 
dial saw, in one of three. conven- 
tional spots. Where there is but 
one 20-foot drive in a shed the 
saw may be set in the driveway 
parallel with the length of the 
building, when it is not found de- 
sirable or feasible to take one or 
two lumber bins as working space 
for the saw. Since the average ra- 
dial saw projects only about three 
feet from the wall and will require 
only four feet lengthwise without 
the tables or roller conveyors, this 
will shut off but one lumber bin. 
The working tables, or roller con- 
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This drawing indicates floor space actually required by the average radial saw and 

working tables or roller conveyors customarily installed in retail lumber yards. Working 

space in addition to this must be based on the location of the saw, type of material 
to be handled and loading facilities. 


veyors, however, must be remov- 
able when this type of installation 
is used in order to provide access 
to the lumber bins on either side 
of the saw when it is not in use. 
One of the charts herewith illus- 
trates that type of installation. 

A second method of mounting a 
radial saw in a one-drive shed is 
to clean out one or two lumber bins, 
which are usually 20 feet deep, and 
set the saw in the bin at right 
angle to the drive. Four feet for the 
saw, plus eight feet of working 
table or roller conveyor on each 
side of it, brings the table to the 
edge of the driveway. When this 
type of installation is made, it is 
always desirable to locate the saw 
on the side of the drive which will 


be most convenient for getting 
lumber to the saw and also for 
loading it out. Whenever there is 
a street, alley, or drive of any kind 
on the other side of the shed oppo- 
site and parallel to the driveway in 
the shed, operation of the saw can 
be made immeasurably more eff- 
cient by cutting a door in the shed 
providing access to the outside and 
permitting passage completely 
through the working area in front 
of the saw. This method of mount- 
ing a saw in a lumber shed is also 
illustrated here. 


PARALLEL DRIVE SHEDS 


A THIRD conventional method 
of installing a radial saw in a lum- 
ber shed, and probably the most de- 
sirable of any mentioned here, can 


be done only when there are two 

parallel drives through a shed with 
lumber bins on each side and 
through the center of the shed. 
When this layout prevails, the saw 
should be mounted somewhere in 
the center row of bins adjacent to 
the types of lumber most likely 
to be worked on the say, 
When this is done, lumber may 
be brought from anywhere in 
the shed with a minimum of hand- 
ling and shoved to the saw from 
either driveway. The truck may be 
parked on either side of the work- 
room, depending on the type of 
work being done and the source of 
the material being worked. The 
versatility of the radial saw offers 
a good choice at any time as to the 
direction of the flow of material 
through the saw. A chart presented 
here also illustrates this type of 
installation. 

In planning any of these types 
of saw mountings in a lumber yard 
it is advisable to provide plenty of 
headroom so short pieces may be 
turned end-for-end when that is 
necessary without difficulty. 

ADDITIONAL EQUIPMENT 

THE dealer who wishes to do 
more sizing and finishing on lum- 
ber than is possible with a radial 


Here is a suggested layout for a small woodworking shop for the lumber dealer who wishes to under- 
take more extensive work in precutting and prefabbing than is practiced on a radial saw. 
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saw can satisfy most of his require- 
ments by installing a small jointer, 
q 12-inch planer and a light band 
saw in addition to the radial saw. 
These four pieces of equipment, 
with adequate working and mini- 
mum piling space will require a 
building or room about 20-30 feet. 
With this type of a setup, much 
more than precutting can be done 
by the yard, especially when pre- 
fabbed items other than _ small 
buildings are a good item in the 
area. Cutouts of various types, 
lawn furniture, trellises, patterns 
and a host of other lumber-built 
items can be turned out in the yard 
shop, in addition to the greatly ex- 
panded service accorded the cus- 
tomers who wish special cut and 
finished material. 

It is always advisable to make 
it one man’s responsibility to op- 
erate the saw and woodworking 
equipment in a lumber yard. In 
many cases contractors or custom- 
ers desire to saw some of their 
material on the yard’s saw. This 
should be avoided as much as pos- 
sible because of the danger of ac- 
cidents and damage to equipment. 
A sign should be posted over the 
radial saw and other wood cutting 
equipment stating that any person 
who operates that equipment other 
than regular employes of the yard 
does so at his own risk. This may 
help to avoid serious complications 
should someone accidentally injure 
himself on the lumber yard’s equip- 
ment. This will do more than a 
simple Danger sign because it 
places responsibility for safety on 
the outsider immediately and will 
tend to keep him away from the 
equipment. 

A small amount of foresight in 
the installation, care and operation 
of lumber yard saws and wood- 
working equipment always pays 
large dividends in the long run. 
The suggestions made here may be 
varied in any number of ways to 
satisfy individual market and op- 
erational requirements. The tre- 
mendously increased efficiency of 
lumber yard woodworking equip- 
ment plus the fact more and more 
dealers are finding installation of 
at least a radial saw an absolute 
necessity make it imperative deal- 
ers appraise their requirements as 
to the type of equipment needed, 
Where it is to be located in the 
yard and train help to give it good 
care and efficient operation before 
they may expect to realize maxi- 
mum returns on their investment 
In lumber yard woodworking ma- 
chinery. 
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Three different ways of mounting a radial saw in the average lumber yard. Each of 
these arrangements is discussed as to desirability and efficiency in the accompanying 
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UILDING CODES are more 

important to the retail lumber 
dealer now than ever before. With 
the development and perfection of 
new materials, there is more of a 
demand than ever for new and 
amended building codes. 

The important thing for the 
dealer to watch is proposed code 
changes that will increase building 
costs. When a code discriminates 
against one material, it immedi- 
ately closes that portion of the 
building market to the retail dealer. 

Some codes, for example, dis- 
criminate against plasterboard. 
Others may favor or discriminate 
against frame, brick or brick ve- 
neer construction. Clauses relating 
to roof coverings should be 
watched. 

CODES AND COSTS 


THE pressure brought about by 
labor unions is reflected in many 
building codes with one result 
higher building costs. Three coats 
of plaster are sometimes required 
when two are sufficient. Pre- 
assembled plumbing units under 
code regulations must sometimes 
be broken down and reassembled on 
site. Pre-glazed, pre-assembled 
window units are in the same cate- 
gory. Codes are known to demand 
window glazing on site. 

This means, of course, the win- 
dow glass must be removed and re- 
puttied at the construction site. 
The usual method is to leave the 
pre-assembled window as it comes 
and pay union labor for the job it 
doesn’t do. 

Safety factors of some codes are 
excessive. Lumber is often preju- 
diced against in this respect, since 
some regulations require more fire 
resistance in lumber constructed 
buildings than would be required if 
so-called incombustible materials 
were used. 

Despite the satisfactory fire rec- 
ord of the many five-story buildings 
within city limits, one large eastern 
city reduced the height allowed for 
masonry-wall, wood-joisted apart- 
ment buildings from five to three 
stories. The loss to the local lum- 
ber market was estimated at 50,- 
000,000 board feet annually. 

The lack of agreement on engi- 
neering standards is a_ serious 





drawback which: helps boost build- 
ing costs. 


Authoritative data is 
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Dealers Should Be Continuously Alert for 
Changes in Local Building Codes 


available on certain well-known 
building materials such as _ steel, 
lumber, reinforced concrete and 
brick. Organizations like the Na- 
tional Bureau of Standards, the 
American Society for Testing Ma- 
terials and the American Standards 
association provide valuable source 
material for information on specific 
materials. 

However, the manufacturer of a 
new material in order to obtain ac- 
ceptance for his new product, is 
compelled to prove it before one 
building official after another. 
Oftentimes the manufacturer finds 
himself at the mercy of building 
officials who, of necessity, set their 
own standards. 

These building officials are un: 
der pressure from people who will 
lose or gain from the adoption of 
a new product. Manufacturers of 
building materials and organized 
labor have been known to exert 
sufficient pressure to alter building 
codes. As previously indicated, 
plaster alternates are banned in 
some cities while in others they 
meet with varying treatment de- 
pending upon the power of oppos- 
ing interests at that particular 
time. 

LACK STANDARD TESTS 


STANDARD tests, which will 
eliminate costly repetition of tests 
before code officials, have been un- 
der consideration by the National 
Retail Lumber Dealers association, 
the National Lumber Manufactur- 
ers association and the Producers 
council, representing manufactur- 
ers of building materials. 

Both the building industry and 
code authorities have been forced 
to operate at a disadvantage be- 
cause of the lack of standard tests 
for new materials and methods. 

No amount of sales acumen or 
energy can circumvent the effects 
of restrictive regulations, the Na- 
tional Retail Lumber Dealers asso- 
ciation points out in advising deal- 
ers to be active when code revisions 
are under consideration in their 
localities. 

Because many provisions of a 
building code are highly technical, 
retail lumber dealers are often at a 
loss to know what they can do to 
help. Dealers should first arrange 
with local code writing authorities 
for participation, then request tech- 





nical assistance from state, re- 
gional or the National Retail Lum- 
ber Dealers association. 

The lumber objective in building 
codes, the NRLDA ponts out, is 
maximum free competition among 
all materials within their legiti- 
mate fields of operation. This raises 
the question: What is the legiti- 
mate field of the building code? 

First and foremost, building 
codes are concerned with safety 
and health; secondly, with efficiency 
and economy in building. 


CODE WRITERS’ PROBLEMS 


UNDER optimum conditions, the 
writers of a building code have a 
slow, tedious task. Several courses 
of procedure are open to a code 
committee. It may copy or modify 
a so-called model code. Both are 
common practices, but the code 
committee necessarily assumes the 
selected code is sound and adapt- 
able to new conditions. 

Oftentimes a committee starts 
from scratch, assembling data 
pertinent to local conditions, exam- 
ining codes from other cities and 
model codes, but placing the great- 
est emphasis on independent exam- 
ination and judgment. 


Other problems face the code 
writer beside the matter of stand- 
ards. There is the problem of 
knowing what and how much a 
code should cover; the question of 
how to meet safety requirements 
without neglecting safety factors. 
Nonconformity is one of the most 
troublesome problems. Municipali- 
ties in the same metropolitan area 
frequently have different codes. 
creating confusion for builders and 
distributors. 


More than 25 percent of the 
country’s building codes have not 
been altered in 20 years, says the 
National Bureau of Standards; an- 
other 23 percent have not been 
overhauled for 16 to 20 years. 

New, cost-saving codes can be 
written with the sound advice that 
retail dealers can make available to 
code committees. 

It is only good business for the 
retailer to be vigilant whenever 
code changes are under considera- 
tion. Code changes are more likely 
to restrict than increase his sales 
opportunities. 
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Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet ail 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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Prefabrication Today 
(Continued from Page 25) 


the fall and providing other serv- 
ices. Prefab dealers claim that 
heating and general upkeep costs 
are lower than for conventional 
homes. All you have to do, they 
say, is give the interior walls a 
rubdown once a year; ink, pencil 
marks and crayon will not damage 
the walls permanently. 

No longer is one prefab house 
like every other. Optional features 
or packages include wings that can 
be added to any of the four corners 
to lengthen the sides by four feet; 
a front porch, side porch, end ar- 
cades, fireplace, garage; a variety 
of long or short window shutters, 


roof colors, even window boxes 
with flowers. 
SPECIALIZED APPEALS 
ONE manufacturer has  an- 


nounced 41 different architectural 
designs. Another has drawn up 
separate advertising appeals for 
men and women. A women’s plan- 
ning committee has been retained 
to see that the housewife has every- 
thing necessary for the efficient 
operation of her home from the 
standpoint of convenience, even 
luxury. This means a step-saving 





Truck deliveries for reasons of economy are 
limited to a 350-mile radius. 


Plenty of glass to utilize the sun‘s rays are 
a feature of Green's Ready-Built houses. 


kitchen, plenty of closet space, 
healthful rooms that are easy to 
clean, etc. 

In appealing to the prospective 
male customer, this manufacturer 
compares the “old versus the new” 
method of construction, explains 
load and wind resistance of the 

(Continued on Page 59) 








NEW METHODS 





of lumber handling PAY 





Remove those lumber jams. From car-to-storage-to-user the Rapid-Wheel Conveyor line keeps lumber moving. 
Lumber on the move results in quicker turnover, faster deliveries and more satisfied customers. In the manufac- 
ture, storage and distribution of building materials, Rapid-Wheel Conveyor lines increase production and reduce 
handing costs. Time expended and labor costs in material handling add nothing to the quality of your product. 





‘‘ ome ef 


Bundles of roofing rolling on Rapid-Wheel 
Conveyor from motor truck to storage. 
One man in the truck keeps two men 
busy at the other end of the line. 


Rapid-Wheel Gravity Conveyor being 
used to unload lumber from freight car 
to storage. 





THE RAPIDS-STANDARD CO., INC. 


DEPARTMENT SD 
GRAND RAPIDS 2, MICH. 


{ 





PEOPLES NAT'L BANK BLDG., 
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RAPID-WHEEL GRAVITY CONVEYORS 


Rapid-Wheel Gravity Conveyor is the easy 
way ... it can be set up anywhere to convey 
lumber and building materials easily, effi- 
ciently and economically. Available in eight 
standard models, depending on width and 
number of wheels per foot. 


STEVEDORE, JR. POWER BELT CONVEYORS 


Stevedore, Jr. (portable power belt conveyor) 
saves valuable man-handling time in loading, 
unloading, stacking and elevating operations. 
It will lift a 225-pound distributed load at the 
rate of 50’ per minute. Easily rolled to the job, 
Stevedore, Jr. can be readily adjusted to meet 
varied operating conditions from 18” level to 
a delivery height of 72”. Unit plugs in on any 
standard lighting circuit. 


For additional information on faster lumber 
handling write today for free Bulletins and 
Catalogs. 
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Stevedore, Jr. being used in a stacking 
operation. Its use makes all available 
storage space easily accessible. 


Loading Masonite by Stevedore, Jr. power 
belt conveyor and Rapid-Wheel Conveyor 
from storage to waiting truck. 
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An unbeatable team 


—care in sampling and skill in 


manufacturing Walnut Stump Ve- 
neers. More than 1,000,000 feet 


of America's finest cabinet wood 








from which you may select. 







NICKEY BROTHERS, INC. 


It's a pleasure to Katie, our sample room girl, to show our , 
4 . Memphis 12, Tennessee 


line of fancy face veneers. 


Face Veneers ° Rotary Veneers ° Semi-Finished Dimension ° Oak Flooring 
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WANE EED 


KD furniture dimension stock worked to 
pattern and cut to length. We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 


ia Phone 8115 














c\os® 











@ WINSTON-SALEM 


NORTH CAROLINA 





We specialize particularly in special worked furniture and industrial 
cut stock, cut-to-length cleats and crating and in plywood. 





items in Southern Pine, Western Pine, Spruce and Douglas Fir, including 
Douglas Fir Plywood. 












stacki sie ; , 
vailable We need additional connections with Pecan Floor- 
ing producers. Can use several cars immediately. 
» Mills that are looking ahead and are interested in effective, permanent 
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fepresentation in our territory should contact us at once. 
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Also, we handle a large amount of commission business in regular ~ 


TO OUR CUSTOMERS 


We are extremely grateful to the 
many customers who have availed 
themselves of our service. We want 
each and every one to know that 
his business has been personally 
appreciated. We have been ee | 
our utmost to meet the needs of 
customers insofar as possible—and 
will continue to do so. However, 
the volume of orders now being 
offered us is such that we must 
solicit a little breathing spell—and 
ask your forbearance. For the time 
being we are unable to add any 
new business—until we can 
broaden our sources of supply — 
when we shall hope to serve you. 


L. N. BAGNAL 


WINSTON-SALEM I, N. C. 


















Suggestions to Pen Manufacturers 

F YOU were in New York on a 

recent Sunday you probably 
came to the conclusion that foun- 
tain pens are the most important 
things in the world . . . judging 
by the amount of advertising that 
appeared in the daily papers. Prac- 
tically all the big stores ran full 
page ads in all papers, and most of 
the smaller ones came through with 
half and quarter pages. We counted 
up more than 25 pages devoted to 
the subject! All kinds of claims 
were made for the different makes, 
but the one we can’t fathom is why 
it makes any difference whether or 
not a pen will write under water. 
When we are in over our depth, 
we have anything but writing let- 
ters in mind. However, we will fall 
for the first pen that is “replace- 
able without cost if lost.” 

* * 

It has been a long time since we 
heard anybody “say it with salesman- 
ship.” 

* * * 
Inviting Disaster 

T IS BEING well demonstrated 

by several well-known labor 
leaders that prosperity must be 
extremely distasteful to their mem- 
bers. Out on the Pacific coast they 
are taking another strike vote be- 
fore the membership has had a 
chance to recover from the previous 
layoff. What a life! 

Installment Selling to Increase 

ACK in the 20’s it was the 

common practice for the more 
conservative bankers to throw up 
their hands in horror whenever in- 
stallment selling was mentioned. It 
was nothing short of wicked to en- 
courage people to go in debt “be- 
yond their ability to repay.” Which 
of course is exactly what didn’t 
happen. When the depression of the 
30’s hit, installment buyers paid up 
as well or better than other types 
of debtors. There was no avalanche 
of defaults as had been predicted. 
Today banks are staging a veri- 
table dog fight for installment 
notes. It’s their most profitable, and 
safest, business. By now it has been 
well demonstrated that this type 
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of selling is to play an increasingly 
important role in the postwar busi- 
ness scene. If you are not rigged 
up to make the most of installment 
selling, the time will come even- 
tually when it will be a _ costly 
omission. 

* % x 

Time is a great healer but a mighty 

poor beauty doctor. 

* %* 


It Still Hasn't Happened 


OTHING to sell” has become 
the watchword of the day, 
but the statement is seldom verified 
by the sales records of lumber 
dealers. Where the volume comes 
from remains a mystery. On the 
other hand, it may well point to 
some highly astute merchandising 
on the part of progressive lumber 
dealers, of which there are many. 
Of a certainty the situation is 
teaching a valuable lesson to many 
a lumber dealer who found it dif- 
ficult to imagine that a lot of small 
sales can earn satisfactory profits 
just as well as fewer large ones. 
Slowly but surely lumber yards are 
becoming building material depart- 
ment stores with a lot of other 
merchandise thrown in for good 
measure. 
* %* * 
Have you noticed the expanding 
girth line of the national magazines? 


x * 


West Coast Woods Will Advertise 


T WON’T be long now until the 

West coast lumber advertising 
campaign breaks in some mighty 
big magazines. All of which will 
raise the question of “why now?” 
With sawmills able to ship only a 
fraction of the business offered and 
lumber yards as empty as Mother 
Hubbard’s cupboard it may seem 
like a strange time to tell the in- 
teresting story of lumber. On the 
other hand, what better time could 
have been chosen? The public was 
never more hungry for information 
on the subject. What the industry 
has to say for itself will be read 
by countless thousands who 
wouldn’t give the subject a pass- 
ing thought under normal condi- 
tions. 


ACHANDISIONG Clézece|7 


a | 

* 
| 
ah 


a 


Now or Never for the Prefabers 


F THE PREFABERS had writ 

ten the ticket themselves they 
probably wouldn’t have dared to 
ask for half as much as they now 
have in the way of favorable mar- 
keting conditions. Unlimited de. 
mand. Price no object. Home pros- 
pects buying anything offered. Gov- 
ernment blessing. Money every- 
where. If the prefabers can’t come 
through under such conditions it 
will be time to retire from the pub- 
lic scene. As yet the industry hasn't 
come within an Irish mile of living 
up to its plenteous promises. 

Elmer Benson, the “Sage of Sno. 
qualmie Falls,” says, “Don’t worry 
about strange bedfellows in politics. 
They’Il soon get used to the same 
bunk.” 


Tomorrow's House Today 


OMORROW’S house could be 

built today,” say George Nel- 

son and Henry Wright, authors of 

Tomorrow’s House. Agreed. Only 

trouble is to find something to build 
it with. 

* * * 
There is nothing as busy as an idle 


rumor. 
* *% *% 


Where Does All Lumber Go? 


LOT OF LUMBER dealers 

would like to know the answer 
especially when it is pointed out 
the industry is skipping along o 
a prewar production basis. One 
reason is so much lumber that for- 
merly reached the consume? 
through the lumber yard now gets 
there through other channels. 
When OPA permitted sawmills in 
the South to charge $6.00 per thou- 
sand more for lumber if loaded on 
trucks than they could charge if 
loaded in box cars, it came peril- 
ously close to drying up thousands 
of lumber yards. The $3.50 addi- 
tion in the West accomplishes the 
same thing to a somewhat lesser 
degree. Truckers are in a_ better 
position than dealers to answer the 
question of where lumber g0@. 
Strange indeed are the results of 
the deliberations of the OPAers. 
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Linoleum Lacquer 

B/C Linoleum lacquer is crys- 
tal clear and is said to dry dust 
free in three minutes—hard enough 
to walk upon in one hour. The 
product is said to withstand spat- 


Finish 





% sy? Fs 
as te 
* is ¥ 
‘ fm 
ALA TYPES OF 


tering kitchen fats, alkali sink 
drippings and kitchen traffic. Two 
coats per year are enough for the 
average kitchen or bathroom. Di- 
rect-by-mail advertising consists of 
a colorful mailing piece to every 
store buyer. Dealer helps will 
consist of colorful window stream- 
ers, Window display cards and point 
of sale counter display cards as well 
as radio spots, dealer news re- 
leases and the Adanad newspaper 
mat service. For further informa- 
tion write Devoe & Raynolds com- 
pany, 44th street & First avenue, 
New York 17. 











When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 











New Construction Material 


A new construction material, 
somewhat in the nature of a plastic 
composition, has been announced by 
Research for Industry, Inc. The 
product, known as Excelite, is made 
of materials which are easy to ob- 
tain. It is said to have relatively 
high strength, low conductivity of 
heat, low manufacturing cost, good 
resistance to fire and fine appear- 
ance which make it applicable to 
Many fields. Beside molded prod- 
ucts, applications for which the 
material is said to be suited include 
Insulating building boards, doors, 
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sash mouldings, 
cores, air ducts, roofing, etc. 
further information write Research 


gutters, veneer 


For 


for Industry, Inc., 2915 Detroit 
avenue, Cleveland, Ohio. 


Fluorescent Lampholder 


A new individual fluorescent cir- 
cline lampholder furnished with 
two spring-loaded tension supports 
has been announced by the General 
Electric company. The new lamp- 
holder and supports comprise a 
three-piece unit to be used for 
three-point mounting. All three 
pieces are made of clear plastic and 
have die cast hubs with 4% inch 
pipe threads and two set screws. 
The lampholder has four 24-inch 
leads—two white for lamp connec- 
tions and two colored for starter 
connections. For more complete 


" details write General Electric com- 


pany, 1285 Boston avenue, Bridge- 
port 2, Conn. 


Matching Metal Trims 


With the new matching 120 
series of modern metal trims re- 
cently introduced by the B & T 
Metals company, uniform floor and 
wall decoration in a single room or 
throughout an entire building is 
easily achieved. These lustrous 
metal trims are trademarked 
Chromedge and combine practical 
utility with decorative blended 
beauty for modern interior design. 
The matching group includes de- 
signs specially adapted for use as 
wainscot caps, wall panel strips, 
corner and cove base trims. Sizes 
are available for linoleum, tile, rub- 
ber, wall board, plywood or similar 
materials used for every type of 
floor and wall installation. For 
further information write B & T 
Metals company, 425 W. Town 
street, Columbus, Ohio. 


SMES AOS + UTERAMTORE 


Weather-Tite Door Saddle 
Pictured here is the new 
Weather-Tite door saddle which is 
said to eliminate all water and 
drafts which now enter under the 
average door. It is made of alumi- 





num alloy, and operation is entirely 
automatic with no springs or com- 
plicated parts. It is part of the 
door frame itself and carpeting 
may be installed right up to the 
edge of the threshold. As the door 
is closed a key in the end of the 
door engages the riser in the saddle 
carrying it into the upright posi- 
tion. With the door fully closed, 
a weathertight fit seals door and 
floor into one tight unit. Comes 
in standard lengths of 30, 32 and 
36 inches. For more complete de- 
tails write Columbia Industries, 
19th avenue and 36th street, Long 
Island City 3, New York. 


West Coast Woods 


A new West coast lumber indus- 
try group headed by Dean Johnson, 
past president of the West Coast 
Lumbermen’s association, is under- 
taking a nationwide program of ed- 
ucation and information to further 
the appreciation of and demand for 
West coast woods, especially in 


farm and home construction. West 
Coast Woods, published by the 
group, tells how the promotion pro- 




















Quality in 
the Tree 


Booth-Kelly lumber comes from 
old-growth Oregon Douglas Fir of 
superb quality. It was 47 years 
ago that Booth-Kelly felled the 
first tree—and the uniform quality 
of Booth-Kelly timber has had 
much to do with the quality repu- 
tation of this company’s lumber 
during 47 years of history-making 


operation. 


BRR BEB 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BociliAtell 
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gram was organized to assist lum- 
ber dealers, the what, why, where 
and when of the program, facts the 
dealer should know about lumber 
supply, copy of the ad containing a 
message to home builders about 
West coast lumber which will be 
printed in national magazines, and 
examples of ads for dealers to run 
in local papers. For acopy of West 
Coast Woods write West Coast 
Woods Promotion, 820 Yeon build- 
ing, Portland 4, Ore. 


New Kitchen Catalog 

A variety of kitchen installa- 
tions in full color are featured in 
this new book, and provide plenty 
of ideas to guide dealers in plan- 
ning installations. Special atten- 


How to make 
YOUR KITCHEN DREAM 


come true 


tion is paid to before and after 
kitchens which show how typical 
old-fashioned rooms have been mod- 
ernized by means of new steel cabi- 


net sinks and cabinets. The com- 
plete Youngstown line and major 
specifications are shown. The cata- 
log can be obtained by writing 
Mullins Manufacturing corporation, 
Warren, Ohio. 


Heating Installation Guides 


Announcement of the publication 
of additional guides in the series 
on installation has just been made 
by the Institute of Boiler and Radi- 
ator Manufacturers. They are en- 
titled I-B-R Installation Guide No. 
2—One Pipe Steam Heating Sys- 
tems and I-B-R Installation Guide 
No. 38—Indirect Water Heaters. 
They provide a basis for calculating 
and installing hot water and steam 
heating systems which is said to be 
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authentic and_ representative of 
sound practice. Tables in the guide 
tell how to determine the radiation 
select the size of piping and selec 
the boiler. Once the measurements 
of the house are determined, al] 
other calculations may be made 
from the tables. Copies of the 
guides may be obtained from the 
Institute of Boiler and Radiator 
Manufacturers, 60 E. 42nd street, 
New York 17, for 25 cents apiece, 


Dramatic Sales Aids 


Polaroid corporation announces 
two new products—Polaroid Selec. 
tographs and Polaroid three-dimen- 
sional Vectographs—which employ 
the properties of polarized light to 
create dramatic sales presentations, 
Selectographs introduce a technique 
for presenting before and after pic- 
tures. Suitable for use as direct 
mailing pieces, salesmen’s _port- 
folios and counter displays, they 
can be used to show remodeled 
homes or stores in contrast with 
old ones. The double picture by it- 
self is a scrambled blend of blurred 
areas where the two views overlap. 
To unscramble the blurred areas, a 
double eyepiece of Polaroid plastic 
is provided. Looking through one 
window the customer sees the be- 
fore picture in full detail. Through 
the other, the after picture ap- 
pears. The three-dimensional Vec- 
tographs are single prints which 
one or more persons can view at 
the same time and can be arranged 
in a display. For further informa- 
tion about these products write 
Polaroid corporation, Cambridge 
39, Mass. 


Non-Toxic DDT Paint 


Two new paint products contain- 
ing DDT and which are said to be 
non-toxic are now being manufac- 
tured. The first is Carbola for live- 
stock and other farm _ buildings 
which disinfects and whitewashes 
at the same time. The second is 
Micro Velva DDT in nine different 
colors and white which can be used 
in living rooms and bedrooms and 
will destroy insects which touch it. 
Descriptive folders for the two 
types and color chips are available 
from Carbola Chemical company, 
Natural Bridge, N. Y. 


Moisture Detector 


A new Delmhorst moisture detec- 
tor for materials in sheet form has 
been announced. The meter will 
operate on a 110-volt, AC lighting 
circuit and will make determima- 
tions of moisture contents ranging 
between 3 and 15 percent depend- 
ing upon the material tested. Sheet 
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material up to % inch thickness is 
slipped into the deep throated arm. 
Readings are electrical and instan- 
taneous. For further details write 
Colloid Equipment company, Inc., 
50 Church street, New York 7. 


All-Angle Level 

Of interest to carpenters, con- 
struction men, surveyors and 
others is a new all aluminum spirit 
level with a dial indicator in the 
center. Known as the All-Angle 





Level, this heat-treated aluminum 
tool weighs less than one pound, 
is rustproof, and may be used in 
any position. The dial indicator 
(said to be guaranteed accurate to 
within one-half degree) is pro- 
tected by an unbreakable crystal 
and is calibrated in degrees through 
a 360 degree range for greater ac- 
curacy. Two air bubble tubes, one 
for horizontal use and one for 
plumb testing have been built in. 
Length is 1454 inches, width 3 
inches and thickness %4 inches. 
Further information may be ob- 
tained from the Brand Tool com- 
pany, 1513 E. Colorado boulevard, 
Pasadena, Calif. 


Longleaf Pine Book 

Longleaf pine is the subject of a 
book just published jointly by the 
Forest Service and the Charles 
Lathrop Pack Forestry foundation. 
Written by W. G. Wahlenberg, the 
publication is said to be one of the 
most complete studies on any tim- 
ber tree species ever published in 
America, and is the result of over 
ten years’ study by Mr. Wahlen- 
berg, forester of the Southern For- 
est Experiment station. The book 
contains 429 pages and 122 illustra- 
tions and can be obtained from the 
Charles Lathrop Pack Forestry 
foundation, 1214 16th street N.W., 
Washington, D. C., for $5.00. 


New Studio Range 

The Studio range, designed for 
apartment house installation and 
use in other kitchens where space 
is at a premium, is now in produc- 
tion. Measuring 36 inches high by 
19'4 inches wide by 25 inches deep, 
the Stove features full oven ca- 
pacity and three five-heat Calrod 
heating units, one of which is the 
lant size. The oven, 16 inches 
wide by 15 inches high by 20 inches 
deep, with the door closed, has auto- 
Matic temperature control, a large 
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Are Battling to Overcome 










Tremendous Backlog Demand for... 














Trade-Mark Reg, U. S. Pat. Off. 


LUMBER 


Under the tremendous pressure of backlog demand, mills will 
be tempted to eliminate every possible finishing operation. 
At Essco mills this is considered false economy. Take, for 


example, the two extra operations involved in bringing you 
End-Lokt lumber. 


It is belt fed on speedy two-headed machines. Shown here is 
the machine head which cuts the tongues on one end, which 
precisely match the end grooves cut by the’ other head of the 
machine. A grader closely inspects every piece and passes to 
the bundling machines. 

The additional time required to precision tongue and groove 
the ends is more than offset by the extra footage of quality lum- 
ber recovered. Actually the production of finished lumber from a 
given timber cut is materially increased. In the face of existing 
logging conditions, this is an advantage that will stand you in 
good stead. 

End-Lokt lumber brings eleven other advantages all along the 
line—in transportation, in yarding and on the site. 


EXCHANGE SAWMILLS SaLes Co. 


T1711 R.A. LONG BUILDING KANSAS CITY 6, MISSOURI 





Southern Pine a Southern Hardwoods e- Ponderosa Pine e West Coast Wec:~ 
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~?) Here’s a big repeat item of top quality 
“,; Diamond Points are packed in a new box which 
+5 prevents breaking of “sticks.” They are made 
_, + by an exclusive Red Devil process from espe- 
|. cially hard metal, treated against corrosion. 
.~ Come stacked in strong sticks of 100 points each 
*) to fit driver” 
2 Two SIZES 
No. 1 Diamond Points 
3/8” long for No. 1 Red 
Ss Devil Diamond Point 
== Driver. 5,000 points (50 
“4 sticks) to a box. 
; ‘ No. 2 Diamond Points 
{ 
s 


















+ 1/2” long for No. 2 
» | Driver. 4,000 points (40 
, sticks) toa box. 
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Fly Screen Cloth 


"KEYSTONE BRAND 


Limitation order L-303 recently issued by 
W.P.B. greatly restricts our distribution 
and the sizes and meshes of cloth we can 
weave. 





We will do our .very best to supply our 

customers. Full information will be cheer- | 

fully given to your inquiries. | 
Allow us to quote 


Phone 631 
THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 


























SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS e } R FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 











waist-high broiler, sliding shelves 
and two oven units, the lower or 
bake unit being hermetically-sealed 
Calrod. Switches, oven tempera- 
ture control, the appliance recep- 
tacle and the pilot light are ar- 
ranged on the panel above a large, 
removable drip tray. For further 
information write General Electric 
company, 1285 Boston avenue, 
Bridgeport 2, Conn. 


Alloy-Steel Roofing Material 

An illustrated circular describ- 
ing Plasticlad, an alloy-steel elec- 
trostatically coated roofing and sid- 
ing materiel, has just been issued. 
Extraordinary toughness of the 





? ae we 


copolymer resin coat, immunity to 
atmospheric corrosion or chemical 
attack, and high fire resistance are 
said to be among the features of 
this new material. A variety of 
colors, permanently incorporated in 
the plastic coat are offered. Ven- 
tilators, flashings and fastenings 
as well as roofing and siding are 
made of Plasticlad. Complete en- 
gineering service is provided, and 
also erection of all material if de- 
sired. For a copy of the circular 
describing Plasticlad write Reli- 
ance Steel Products company, Mc- 
Keesport, Pa. 


Getting Employee Ideas 


To help increase production, 
build employee morale and foster 
cooperation many companies use 
the employee suggestion program. 
A new folder has just been pub- 
lished which outlines one sugges- 
tion service. It tells how to stimu- 
late a flow of employee ideas, in- 
crease personal efficiency and team- 


> 
~vaeene 
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work and develop an organization 
spirit. The Elliott service offers 
employers thought stimulating dis- 
plays, display sheets for company 
prepared suggestions, suggestion 
blanks, 26 timely suggested letters 
for retyping on company letter- 
head, service bulletins, and the op- 
erating manual containing com- 
plete instructions. For a copy of 
the folder on this suggestion pro- 
gram write Elliotte Service com- 
pany, Department S 175, 219 BE. 
44th street, New York 17, N. Y. 


Koroseal Flooring 

A new type of hard-surface 
floor covering using the raw ma- 
terial with the trade name Koro- 
seal, is now being manufactured. 
It is said to have durability, flame- 
resistance, colorability and resis- 
tance to wear. It is a form of plas- 
ticized polyvinyl chloride, unsup- 
ported by any fabric, and will be 
available in square flexible tile form 
and in a wide range of solid colors. 
It will be formally introduced to 
the industry this summer. For fur- 
ther informationu write Sloane- 
Blabon corporation, Trenton, N. J. 


Folding Saw-Horse 

A new patented saw-horse which 
fully meets every tradesman’s needs 
and yet folds down in four simple 
operations to an 8x8x42 inch size 
for transportation and storage is 


It has 


being placed on the market. 
a 2x6x42 inch clear white pine top 
and a 9x86 inch tool tray. All 
hardware is cadmium plated to pre- 
vent rusting and is out of the way 
so there is no danger of nicking 
saws or other tools. Complete 1- 
formation may be obtained from 
Unique Tool Products company; 
4632 N. Clark street, Chicago. 



























































TH 
you k 
the : 
hop t 
ing 
$600, 
at al 
$400, 

Th 
Just 
Was! 
page 
stanc 

Ev 
anno 
with 
Mr. 
prod 


SUB! 





ation 
»ffers 
t dis- 
pany 
stion 
tters 
otter- 
€ Op- 
com- 
oy of 
pro- 
com- 
9 E. 
1; 


rface 
’ Ma- 
Koro- 
ured. 
lame- 
resis- 
plas- 
nsup- 
ill be 
form 
olors. 
ed to 
r fur- 
loane- 
N. J. 


which 
needs 
imple 
1 size 
ge is 


It has 
ne top 
All 


‘oO pre- 
e way 
icking 
‘te in- 

from 
npany, 
. 


‘RMAN 











= 


WW ANSIEA WINIGHIICOIN ais 


THE SENATE and the House, as 
you know, reached a compromise on 
the subsidy fund with which to 
hop the production of scarce build- 
ing materials. The Senate voted 
$600,000,000; the House, nothing 
at all, The compromise figure was 
$400,000,000. 

This agreement was a surprise. 
Just before the vote was taken, a 
Washington lumber leader told this 
page he was sure the House would 
stand by its earlier no-subsidy vote. 

Ever since the compromise was 
announced, the capital has swarmed 
with eager beavers, each offering 
Mr. Wyatt a miracle in materials 
production. 


SUBSIDY GATE CRASHERS 








Everybody and his friend 
want a slice of the pie 


Sure enough, many of these pil- 
grims and strangers have produc- 
tion problems that could be solved, 
to the advantage of all concerned, 
including the public, by the use of 
subsidy money. They deserve at- 
tention; and in the main, we under- 
stand, they are getting it. But they 
are embarrassed by the less serv- 
ice-minded fixers who are trying to 
crash the subsidy gates. Four- 
hundred millions isn’t hay, even in 
this town of big figures. 

Whatever the reasons, the Wyatt 
program has been sadly delayed; 
now that Congress has spoken up, 
everybody wants speed. This in- 
cludes Mr. Wyatt and his helpers, 
also the majority of lumbermen who 
did not approve the subsidies and 
who still think better ways could 
have been found. But, if the busi- 
ness is to be handled the subsidy 
way, let’s get going. So there’s 
heavy pressure on every side to 
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Fact and Rumor on How 400 Million 
Subsidy Fund Will Be Allocated 


sling ’er into high, right off the 
legislative starter. 

This kind of speed without con- 
trol, however, might skid the ma- 
chine into you know what. After 
every such accident, gentry of a 
certain kind slide away from the 
scene, in a state of low visibility, 
holding their pockets. While speed 
is indicated, honest and effective 
use of funds has prior considera- 
tion. 


SPENDING THE SUBSIDY 
15 millions is earmarked 
for building access roads 


The first announced plans for the 
use of the funds are aimed at pro- 
ducing more lumber. They apply to 
the public forests and include such 
things as the building of access 
roads to remote stands of timber. 
The cost of opening the roads, we’re 
told, would make a logging con- 
tractor hesitate. So it’s expected 
that the Forest Service will finance 
the road construction and later will 
be reimbursed from the subsidy 
funds. A maximum of fifteen mil- 
lions, it seems, can be used in this 
way. 

The announcement also states 
that the Forest Service, in the event 
that identical bids are made, will 
sell timber from the national for- 
ests to bidders “whose output will 
result in maximum materials 
needed for the housing and recon- 
version program.” Selective sales, 
within limits. Probably the state- 
ment will influence the utilization 
plans of the bidders. Under certain 
circumstances, the Forest Service 
will permit the cutting of timber in 
the national forests in excess of the 
replacement growth. This practice 
was followed more or less during 
the war but was rather promptly 








stopped when the shooting ended. 
The present emergency is con- 
sidered serious enough to start 
again in a limited way. 

These national-forest plans are 
expected, during the remainder of 
this year and in 1947, to add about 
a billion feet of lumber to the total 
production. But with current out- 
put estimated at the annual rate 
of twenty-five billion feet, more or 
less, and with current needs at 
thirty billion feet or more, this one 
boost to the inventory isn’t going 
to answer all the lumberman’s 
prayers. : 

It’s known that the funds are to 
be used in rather big and sweeping 
ways. Sure enough, they’ll get 
down to specific bottlenecks; but 
in the main the b. n. will have to 
qualify under a general classifica- 
tion. But not always. Suppose, for 
instance, that a single pattern of» 
wallboard needed in GI house con- 
struction is so underpriced that no 
manufacturer will make it. Suppose 
also that the price structure in 
that general field is so complex and 
interdependent that raising this one 
item would cause the entire struc- 
ture to come unstuck. In such a 
hypothetical case, the one under- 
priced item would be left at the 
original figure and bolstered by a 
subsidy payment. Wherever it could 
be done, without jiggling a pre- 
carious balance, an underpriced ar- 
ticle would merely be given a higher 
price. 


OBJECTIVE 
Faster production, not 
rigid prices, main goal 
The general objective is to in- 
crease the production of lumber, 
clay products, plywood, gypsum 
products, roofing, pig iron and the 
like. Mr. Wyatt wants more stuff; 
only in a secondary way is he in- 
terested in any rigid holding of a 
price line. 
Industry advisory committees are 
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now at work on details. But the 
method that seems to be favored, 
at the moment, for persuading man- 
ufacturers to increase production 
is that of absorbing by means of 
subsidies the added costs involved 
in such increases. One way of get- 
ting more out of a plant and a 
working force is the longer work 















week. But overtime involves higher 
wages; time and a half or some 
such rate for the extra hours. This 
extra half-time payment might re- 
duce profits to, or near, the van- 
ishing point. It might be taken 
care of by subsidies. These funds 
could also be used to finance ap- 
proved plant expansions, to reopen 
closed shops, or to develop new 
building materials where the finan- 
cial risk of experimenting is ob- 
viously high. 

The idea is to pick a whole in- 
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PROTEXOL 


TRIPLE-PROOFED 
LUMBER FOR THE HOME 


For use in connection with brick, stone or stucco 
—for all wood parts of frame or masonry homes 
—furnish the quality builders in your community 
Protexol Triple-Proofed Lumber — permanently 
protected against fire, decay and termites. The 
extra first cost is immaterial. In fact, it's cheaper. 
Protexol Triple-Proofed Lumber avoids expensive 
repairs and replacements. There is no mainte- 


Dealers! Don't let builders in your 
community slap untreated sills down 
on damp cement walls—or put un- 
treated sheathing behind or above 
brick or stucco. Send for the Pro- 
texol booklet today. Get acquainted 
with the merits of complete fire re- 
sistance using Protexol treated wood. 
Comfort with security. 





105 Market St. 
KENILWORTH 5, N. J. 
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dustry that needs a production shot 
in the arm. Next, the agency sets 
a premium rate for all output above 
the normal level of profitable pro- 
duction. Third, the agency sets 
these normal production quotas for 
the individual plants. 


CAUTIOUS MANUFACTURER 


Kaiser's shadow scares 
a prospective prefaber 


Getting a little more specific, 
there’s the prefabricated field. The 
prefabricators themselves are not 
too sure of their market; they de- 
mand a guaranteed purchase on 
200,000 units. Nor is this all. The 
report comes in of a manufacturer 
who refused to consider purchasing 
a war plant in which to make these 
prefabricated houses because Mr. 
Kaiser is looking at the prefabrica- 
tion field. He quoted the story of 
the money the wizard has borrowed 
from the RFC; added that he didn’t 
think, under the circumstances, the 
Kaiser companies would be allowed 
to slide; stated he didn’t care to 
enter a field where public fiscal 
power seems loaded in favor of a 
competitor. 

Mr. Wyatt is committed to a new 
type of market. No reference here 
to veterans as a class. Rather it 
means that for about the first time 
on a huge scale the low-cost home 
market is to be met with inex- 
pensive NEW houses. One previous 
method was for well-to-do members 
of the community to build new 
houses for themselves; then to sell 
their former homes at _ reduced 
prices to those of smaller financial 
resources. There’s always been pro- 
tests against this process as a 
breeder of slums. 

But will the Wyatt policy of 
building low-cost new houses escape 
the breeding of slums? Evidently 
Mr. Wyatt thinks there’s a danger; 
he’s already warned communities 
about the importance of public plan- 
ning. However, this isn’t the only 
danger. When a house is cut down 
to a low price, especially in a 
period of incipient inflation, it can 
easily be made so small, to meet the 
price, that it loses its value as a 
living unit, a source of pride, and 
an investment having resale value. 


PRESIDENT'S PROPOSAL 


National Housing Agency 
may become overall unit 


President Truman has sent to 
Congress the first of his govern- 
mental reorganization plans, under 
the Reorganization Act of 1945. 
With one exception, the proposals 
will become effective at the end of 
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PGs Pes Wonderah 


Quality Lumber 
for 58 Years ... 








IDAHO WHITE PINE 
PONDEROSA PINE 
CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 






WINTON LUMBER SALES CO. fos4ay Jower.MINNEAPOLIS 2, MINN. 









—_—— 


Type 4-L 








THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 











Best Handling 
under American Trusses 


You use every foot of space. You pile lumber where you want, 
high as you want. Your equipment operates freely — no 
post dodging. Your yard functions at maximum efficiency. 


Lumbermen report quickest, easiest handling under American 
trusses. Trusses designed to span from 25 to 150 feet without 
post or column. 


For full information write or phone . 


AMERICAN ROOF TRUSS CO. 


6846 Stony Island Ave., Chicago 49 -- Plaza 1772 














SELLING THE PRODUCTS OF 
*THE McCLOUD RIVER LUMBER 


t h ’ : | 3 f [ 


DISTRIBUTORS OF 





SPECIES 








COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


_“Member of the Western Pine Associa- 
tion, Pertiand, Oregon. 

















SP eta Fe Wordork 


1604 Graybar Bldg. 


SREVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 
NEW YORK 


Mohawk 4-9117 





PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 





CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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sixty days unless the Senate and 
House pass a disapproving resolu- 
tion. The exception is the proposal 
to raise the Federal Security 
Agency to departmental status, 
with full cabinet rank. This would 
take special legislation. 

The President proposes a perma- 
nent consolidation in the National 
Housing Agency of all the chief 


activities of the Federal govern- 
ment having to do with housing. 
There would be three units cor- 
responding to the current Federal 
Housing Administration, the Fed- 
eral Public Housing Authority and 
the Federal Home Loan Bank Ad- 
ministration. The following units 
would be abolished: The office of 
Federal Housing Administrator, the 
Federal Home Loan Bank Board, 
the Board of Trustees of the Fed- 
eral Savings and Loan Insurance 
Corporation, and the Office of Ad- 
ministrator of the United States 
Housing Authority. 








el BOX 
assematy gee SHOP 


SHIPPING 7 


DRY KILNS setae 


This plant can be easily con- 
verted to the pre-fabrication of 
houses. It is now operating pro- 
ducing finished lumber, boxes and 
veneer baskets. 


It is located on Lake Cham- 
plain (part of New York State 
Barge Canal System), the Dela- 
ware & Hudson Railroad and 
New York State Highway Route 
9N. It is well located as to source 
of raw materials, transportation 
and proximity to markets. 





Hor Sale: :2rscceeoe ma 


New York. 


ar by eo BASKET PLANT 


ROOM - ow ; hie > wee Baty 





Will NOT consider sale of lumber only. 


Reply to Box X-20, c/o American Lumberman. 
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LOG POND 


The main buildings shown in 
the picture total 70,000 sq. ft. 
floor space. The location con- 
sists of 26 acres and is on the 
shore of Lake Champlain which 
is ideal for drying lumber. 


The equipment includes such 
items as a saw mill, 3 dry kilns, 3 
planers, | moulder, | single re- 
saw, | twin resaw, gales, cut-off 
saws, glue presses, 2 lumber car- 
riers, | piler, complete logging 
equipment, complete bushel bas- 
ket plant and large boiler house 
and electrical generating plant. 
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MARKUPS 


Details of the lates: 
price orders enumerated 


Amendment 22 to 2d RMPR-215 
deals with markups on hardwood 
flooring and Northern softwood 
lumber. It’s a thought complicated: 
and you’ll do well to get copies of 
the original order, the amendment 
named, and also of Amendment 5 
to MPR-458. All these things op- 
erate as a team. 

In regard to hardwood flooring, 
the Dec. 1, 1945, freeze date has 
been deleted. Resellers may now 
start computing their ceilings under 
RMPR-215 by using the higher mil] 
ceilings in MPR-458. The percent- 
age mark-up on hardwood flooring 
has been reduced in all areas by a 
flat ten percent; but this reduced 
mark-up is applicable to the new 
prices set by Amendment 5 of 
MPR-458, and apparently the dol- 
lars-and-cents margin allowed to 
dealers are larger by a slight 
amount than they would have been 
had the old method of computation 
been followed. This change of 
method is designed to pass through 
the last flooring increase. 

Under Amendment 5, MPR-458, 
mill ceilings for oak and_ beech 
flooring produced in the southern 
and south central lumber regions, 
and for pecan flooring wherever 
produced, were increased by ap- 
proximately four and a half per- 
cent. Oak flooring produced in the 
Appalachians, north central, north- 
ern and northeastern regions, and 
beech flooring produced in the Ap- 
palachian region, were increased by 
twelve and a half percent. 

Two sets of prices are estab- 
lished; and in Appendix A is the 
list of mills entitled to the higher 
prices. These mills are required to 
stamp the flooring with the name 
and location of the mill or to at- 
tach a label or tag to each bundle, 
stating that the flooring is subject 
to the articles in MPR-458 fixing 
the higher ceilings, 


Northern Softwoods: Here also 


‘the freeze date has been deleted, 


and resellers may start their com- 
putations under RMPR-215, by 
using the new increased mill ceil- 
ings on all items. The formula for 
figuring the retail ceilings has been 
changed to continue the previous 
absorption but to permit a pass- 
through of the recent increases. 
This is managed by reducing the 
handling charge on Northern Hen- 
lock covered by RMPR-222 to $2 a 
thousand, and by reducing the han- 
dling charge on all other Northern 
softwoods covered by the same or- 
der to $3 a thousand. 
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MAGIC ANALYSIS 


Pickup in Production Awaited 
Now That Patman Bill Is Law 

Passage of the Patman Bill held the attention of 
the lumber industry. 

The question of what subsidies and guaranteed 
markets will do to production remained to be an- 
swered. Meanwhile, the industry continued to flounder 
in a sea of uncertainty. 

One path the government intends to travel was in- 
dicated in an early announcement. New roads into 
out-of-the way timber areas; cutting of timber in 
certain sections of the West and South at a rate ex- 
ceeding replacement yield. These were the earliest 
moves announced by the National Housing Agency and 
the Department of Agriculture to spur lumber output. 


AIM FOR HIGHER YIELD 

Additional roads, the government predicted, might 
add at least 100 million board feet to this year’s lum- 
ber production and 500 to 600 feet next year. The 
“overcutting” policy, banned since the end of the war, 
might add another 200 million board feet. 

Fifteen million of the 400 million in subsidies pro- 
vided by the act was set aside for road building. The 
tantalizing question to which retail lumber dealers 
awaited an answer was: Will subsidies give me more 
lumber and how soon? 

Dealers currently were more concerned with the 
business the government was taking out of their 
hands. They vigorously protested the 2nd revision 
of MPR 215. Dealers declared this amendment, which 
encourages mills to set up as retail yards, further dis- 
rupting normal and established channels of distribu- 
tion, one of the most serious threats the retailer has 
ever faced. 

In some areas, sawmill operators were already 
notifying dealers that they intend to sell their lumber 
at retail. Farmers and small lumber users, it was 
predicted, would be particularly hard hit. By encour- 
aging the routing of a large part of the available 
lumber through mill-connected yards which will be 
set up mainly in large cities, the amendment further 
curtails the amount of lumber going to thousands of 
yards in smaller communities. 

Demand for all species of lumber continued con- 
stant. And, as usual, lumber bins remained virtually 
empty from coast to coast. Black market operations, 
previously concentrated in the south and northwest, 
spread to the middle west. Peckerwood mills were 
operating as successfully in Wisconsin as elsewhere, 
according to reliable reports. 

“The dead hand of government control on the throt- 
tle of the West coast lumber industry” kept produc- 
tion down in that area, the West Coast Lumbermen’s 
association reported. The seasonal increase in March 
could not continue to the normal May peak because 
of the oppressive rule of OPA. 

Cumulative production for the first 17 weeks of 
this year was well under that for the same period last 
year on the West coast. The 1946 production figure 
for that period was 1,950,228,000 board feet; the 1945 
figure was 2,426,392,000 feet. 
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“AMERICA’S GREAT BUSINESS NEWSPAPER” 





COMPLETE NEWS on all construction devel- 
opments—the only daily business newspapet 
serving this vast Industry. 

SUPPLIES — all available data on building 
material supplies each day — translating sta- 
tistics into useful business factors. 
CHECKLISTS spotting all changes in building 
supply trends — before they become common 
trade knowledge. 

REGULATIONS — All pricing, priority and 
lending regulations and changes brought to 
you with the speed possible only via daily 
newspaper. 

SURPLUS SALES—Complete listings of build- 
ing materials available from Government War 
Surplus stocks. 


. .. these and many other exclusive business 
features make The Journal of Commerce your 
daily guide to better business—every business 
day. The coupon below will start your sub- 
scription immediately. Send it in today. 





SS ee 


Journal of Lommerce 


63 Park Row, New York 15, N. Y. 


Please send me the next 78 issues for $5.00. 
Check is enclosed. 
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LANE 


Trade Mark Reg. U. ®. Pat. Off. 














SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 







Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 








Various sizes and dogs to meet your needs. 


33 
‘LANE MANUFACTURING CO. 


MONTPELIER, VT. 


years’ experience in building Saw 
Mills and woodworking machinery. 





































“abd myle 
Kainy [ake [umber Co. LYd. 
SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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LUMBER MARKET 





Current Statistics on 
Output and Distribution 

Lumber shipments of 414 mills reporting to the 
National Lumber Trade barometer were 1.5 percent 
above production for the week ending May 4, 1946, 
In the same week new orders of these mills were .1 
percent below production. Unfilled order files of the 
reporting mills amounted to 94 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 31 days’ production at the current rate and 
gross stocks are equivalent to 31 days’ production. 
For the year-to-date, shipments of reporting identical 
mills exceeded production by 8.4 percent; orders by 
8.2 percent. Compared with the average correspond- 
ing week of 1935-39, production of reporting mills 
was 3.6 below; shipments were 7.3 percent below; 
orders were 8.1 percent below. 
Western Pine 

Ninety-two mills reporting to the Western Pine 
association for the week ending May 4, 1946 cut 51,- 
522,000 feet. The same week a year ago the cut was 
57,340,000 feet. Shipments were 56,218,000 feet or 
9.1 percent above production. Unfilled orders on hand 
May 4 totalled 257,940,000 feet and gross stocks stood 
at 473,509,000 feet. 


Southern Pine 

Production of Southern pine by the 113 mills re- 
porting to the Southern Pine association for the week 
ending May 4, 1946 totaled 16,501,000 feet. This is 
8.80 percent below the three-year average for the 
same mills. Shipments for the week ending May 4 
totaled 17,042,000 feet or 3.28 percent above produc- 
tion for the week. Orders placed during the week 
totaled 16,168,000 feet or 2.02 below production. 


Northern Pine 

Production of Northern pine by the five mills re- 
porting to the Northern Pine. Manufacturers’ asso- 
ciation totaled 910,000 feet for the week ending May 
4, 1946. The same week a year ago the cut was 870,- 
000 feet. Shipments during the current week were 
1,205,000 feet and new business booked totaled 1,200,- 
000 feet. Unfilled orders May 4 stood at 5,600,000 
feet and gross stocks at 21,700,000 feet. 


In the Market Centers 

TACOMA—Demand for all grades of lumber far 
ahead of supply. Construction slow or at a stand- 
still. Items like 2x4s and 2x6s unavailable. Sash and 
door factories and plants specializing in millwork, 
kitchen cabinets and similar products are having 
trouble securing stock. Good weather important fac- 
tor in helping replenish log stocks at the mills. Water 
shipments to Europe, South America and Pacific ports 
are picking up gradually. 

SEATTLE—Wholesale and retail yards virtually 
empty. Common expression is, “It’s never been harder 
to buy.” Most of deliveries in Seattle are are by 
truck. The source is the retail departments of the 
mills rather than retail yards or wholesalers. High 
altitude log camps getting into production after ex- 
periencing the worst snows in 25 years. Log shortage 
is principal deterrent to increased production of both 
lumber and shingles. 
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Prefabrication Today 
(Continued from Page 40) 


two types, efficiency of erection, etc. 

“The next time you see an old- 
fashioned house under construc- 
tion,’ says one manufacturer in his 
advertising, “and watch the work- 
men pecking away at one nail at a 
time, just pause and ask yourself, 
‘Can I afford not to take advantage 
of what modern science and modern 
production methods have to offer 
me?’ ” 









FINANCING SOLVED 
UNTIL recently the financing of 
the prefab has been a problem. It 
was easy to get a house and have it 
erected in a period of three weeks, 
but it often took as long to have a 
mortgage okayed. One large man- 
ufacturer took this problem to the 
savings and loan associations. Now 
a package mortgage is sold with 
the home. The manufacturer claims 
it will be processed by a local lend- 
ing institution within 12 hours. 

Most manufacturers plan to make 
deliveries in panels, although a 
good many include truckable sec- 
tions. A number of manufacturers 
say their units are partly panel 
and partly pre-cut. Only a very 
small number claim to produce 
truly truckable houses, completely 
assembled at the factory. 

Shipping costs are usually in- 
cluded in the sales price. For his 
smaller size model, one midwest 
manufacturer estimates shipping 
costs to New York at $125; to any 
of the large middlewestern cities, 
$40 to $80. Shipping costs are ex- 
pected to be equalized in the case 
of manufacturers who are building 
plants in various sections of the 
country. 

Although Hodgson which built 
100,000 houses prior to 1942 is 
the oldest among the prefabers, late 
comers in the field have set opti- 
mistic production schedules. Na- 
tional Homes, Lafayette, Ind., 
started manufacture in 1940. Na- 
tional expects to produce a house 
an hour starting in June. Distribu- 
tion will be within a 300-mile 
radius. Peaseway with headquar- 
ters in Hamilton, Ohio, plans to 
turn out 2,500 houses per year on 
one shift, contingent upon receiv- 
ing the necessary materials. The 
HomeOla schedule calls for 1,000 
houses a month starting June 1. 

The prefaber has obvious produc- 
tion advantages over the site build- 
er. He uses chiefly unskilled labor 
a3 avainst the highly paid building 
trades mechanic. He can work 24 


hours a day the year around as 
against the 8-hour day and six or 
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seven-month year available to the 
conventional builder. 
RETAIL DEALER FACTOR 

IT IS estimated the prefab indus- 
try has 5 to 10 billion dollars’ worth 
of potential business. It is more 
than an item of potential competi- 
tion to the lumber dealer. As many 
of the prefab manufacturers indi- 
cate, the lumber dealer if he is. not 
the selling agent, will be called 
upon to furnish many of the ma- 
terials that go. into a house. 





To what extent he enters the 
prefab picture will depend upon 
his own decision, a decision which 
he must make soon. As one lumber 
dealer put it: 


“If we lumbermen decide to get 
into the prefabricated housing pic- 
ture, we must first become more 
proficient in the merchandising end 
of our business, then sell prefabri- 
cation on our merchandising ability 
and toot our horn loud enough to 
be heard.” 





LUMBER and PILING 


for 57 Yeare 


Car and Cargo -- Wholesale 
ALL TYPES -- ALL GRADES 


Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 


Only 








quality, 


Pine—just as 


We're frank to say that we can’t get up much 
of an.ad today about our ability to make quick 
shipments like we used to do. 
don’t know when we’ll ever catch up. But on 
it’s different. 
quality of our fine, soft-textured Craig Mountain 


CRAIG MOUNTAIN LUMBER CO. 





The fact is we 
We're maintaining the 


in years gone by. 


Winchester, Idaho 














SOFT Woops 


CAYUTA BRAND 
HARDWoop 
FLOORING 


MAHOGANY YZ 
WALNUT 
AWMILL 
as 25,000,000 
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Spring 1946 finds us still unable to give our 
many customers Pre War Service, since our 
reconversion has been delayed due to many 
factors beyond our control. 
friends however to keep us in mind and soon 
° we hope to be able to render the same effi- 
cient service for which our organization has 
been outstanding for many years. 


We do ask our 
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You have a Drawing 
Account on a Growing 
Lumber Supply 


OZAN’S scientific forest 
management policy is piling up 
reserves of famous 0 

shortleaf pine on which your 
future sales volume can be 

built. 


Today OZAN, like other mills, 
is finding it difficult to main- 
tain volume, but is doing its 
best to meet its customers’ 
needs so far as possible. 


Qzan LUMBER COMPANY 


Prescott, Ark. 


is your dependable source for 
tomorrow. 











Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
axe 
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J. F. Coleman, New President 
Kinzua Pine Mills, Oregon 

J. F. Coleman, Kinzua, Ore., was 
elected president and general man- 
ager of the Kinzua Pine Mills com- 
pany and the Condon, Kinzua & 
Southern Railroad company. For- 
merly first vice president and gen- 
eral manager of the companies, he 
succeeds the late E. D. Wetmore, 
Warren, Pa., who died Jan. 20. 

Other officers of the company are 
J. W. A. Luce, Warren, Pa., secre- 
tary treasurer; O. D. Baker, Kin- 
zua, assistant treasurer and office 
manager; A. B. Coleman, Kinzua, 
plant manager; Carl Coleman, Kin- 
zua, logging manager, and G. O. 
Hays, Kinzua, in charge of sales. 


Sons of Luther Bagnel 
Join Father in Business 


The two sons of Luther N. Bag- 
nel, wholesale lumberman with of- 
fices in Winston-Salem, N. C., have 
returned from the armed forces to 
become associated with their fath- 
er in his business. 

Richard L. Bagnel served for 
nearly five years as a captain in 
the U. S. Army Transportation 
corps and the Army Air corps and 
his brother, L. N. Bagnel Jr., 
served as pharmacist’s mate in the 
U.S. Navy. 


C. E. Conklin, Officer White 
Star Company, Chicago, Dies 
Charles E. Conklin, 80, secretary- 
general manager of the White Star 
Lumber company, Chicago, died 
March 27 in Rockford, Ill. A native 
of Cherry Valley, Ill., he was one 
of the oldest lumbermen in Chi- 
cago, having been with the White 
Star company for the past 40 years. 
Prior to that he was connected with 
the lumber business in Beloit, Wis. 
He was a member of the National 
Wholesale Hardwood association. 


George Harder, Well Known 
Hardwood Lumberman, Dies 
George N. Harder, national fig- 
ure in the lumber industry, died 
May 10 in Escanaba, Mich. Vice 
president and general manager of 
the I. Stephenson companies, Wells, 
Mich., he was president of the 
Northern Hemlock and Hardwood 
Manufacturers association during 
1918 and 1919, and member of the 
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board of directors from 1918 until] 
1944. From 1934 to 1936 he was 
president of the National Hard- 
wood Lumber association as well as 
a member of its board of directors 
for many years, and an honorary 
life member of the board of man- 
agers. 

In addition to his work in the 
lumber industry, Mr. Harder was 
vice president of the First Na- 
tional Bank of Escanaba and vice 
president and general manager of 
the Escanaba and Lake Superior 
railroad. 


Hellman Elected President 
Cincinnati Lumbermen's Club 

Norbert Hellmann was elected 
president of the Cincinnati Lum- 
bermen’s club at its annual meeting 
May 7. Other officers elected are 
Frank Funch, first vice president; 
Harold Riemeier, second vice pres- 
ident; Carl Clendening, secretary; 
Carl Edelmann, treasurer, and Wal- 
ter J. Arling, Gene Lux, John Bade 
and Lowell Peters, directors. 


Kuebler Company, Wisconsin 
Expands Under New Ownership 

A program of expansion and 
modernization for the J. M. Kue- 
bler company, Wausau, Wis., which 
recently changed management, has 
been announced by J. L. Usow, the 
new owner and president. The 
J. M. Kuebler company, as the firm 
will continue to be known, has been 
in continuous operation as a gen- 
eral millwork and specialty manu- 
facturing plant since it was 
founded in 1882. 


W. A. Haley, President 
Hastings Company, Dies 
William A. Haley, 69, Reading, 
Mass., president of A. W. Hastings 
& company, Inc., Somerville, Mass., 
died April 24. Connected with the 
company, distributers of sash and 
doors, for over thirty-five years, he 
was vice president and general 
manager from 1940 until 1942 
when he was elected president. 


Company Changes 

EQUIPMENT ENGINEERING COM- 
PANY is moving its headquarters 
from Kansas City to St. Charles, 
Ill. 


ALLWORTH - DENNISTON LUMBER 
COMPANY, Mediapolis, Iowa, has ac- 
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quired the Home Lumber & Coal 
company yard at Mediapolis, for- 
merly owned by A. W. Simon who 
has retired. 


Don B. WALLACE & COMPANY, 
Detroit, has opened a branch office 
at 18 E. 4th street, Cincinnati, 
Ohio. Harry F. Meiners, formerly 
with the Dwight Hinckley Lumber 
company, will be in charge. 


VIETH - BECKMEIER LUMBER 
cOMPANY, Chowchilla, Calif., has 
changed its name to Chowchilla 
Lumber company. There will be no 
change in management. 








PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 er more cars 4/4 & thicker, but 
mostly 4/4" Pine, Maple. Birch. Beech, 
Poplar, Gum, Willow, Oak. Magnolia, 
ete. Prefer upper grades but can use 
crating. etc.. grades also. KD or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 


M 70ND HRD 


MAPLE AND BIRCH . 
_FLOO RING | 

T 
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When you want reliable 

quality Maple and Birch floor- 
JW. WELLS 

LUMBER COMPANY 


ing. order “Diamond Hard.” 
Ce, i te ee, ome a ee 


Its good manufacture is your 
MENOMINEE, MICHIGAN 
































assurance of satisfaction. 














Lindsey 8-Wheel 
Tractor Wagons 


a@e ideal for tractor logging. They 
Ge used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 





ee 
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Appointments and Promotions 


CLIFTON W. GREGG, vice presi- 
dent, treasurer and director, Flint- 
kote company, New York, has been 
elected to membership in the Con- 
trollers Institute of America. 


Appointment of EDWIN L. Hos- 
SON to the sales staff of Monsanto 
Chemical company’s plastic divi- 
sion, effective June 1, has been an- 
nounced. He was recently dis- 
charged as lieutenant colonel of the 
quartermaster general office. 


A. S. Boyer, owner, Boyer Lum- 
ber company, Waterloo, Ontario, 
was elected president of the On- 
tario Retail Lumber Dealers asso- 
ciation. 


RAYMOND A. ROBERS JR. has been 
appointed assistant manager of the 
Exchange desk, Detroit, a national 
clearing house for lumber dealers. 


MATTHEW R. ROsSE has been ap- 
pointed export manager for the 
Colorado Fuel and Iron corpora- 
tion. He was formerly export man- 
ager of Wickwire Spencer Steel, a 
division of the Colorado corpora- 
tion. 


CAPTAIN THEODORE S. MOULTON 
was elected secretary of the Na- 
tional Paint, Varnish and Lacquer 
association, succeeding Reuel W. 
Elton who was recently appointed 
executive vice president of the as- 
sociation. 

LIEUT. STANLEY E. WOLKEN- 
HEIM, U. S. Navy, has been ap- 
pointed sales manager, water heat- 
er sales division, Edison General 
Electric Appliance company. 


Four additions to the sales engi- 
neering staff of Ilg Electric Venti- 
lating company have. been an- 
nounced. G. K. Woop has been ap- 
pointed manager of the Columbus, 
Ohio, branch; A. B. DAvis, Charles- 
ton, W. Va., branch; CARL E. 
Brock JR., Pittsburgh branch, and 
FRANK TAYLOR, New Orleans. 


H. E. RICE has been named man- 
ager of the White Plains works of 
the General Electric company’s 
electric sink and cabinet division. 


FOWLER McCorMIck, former 
president, has been elected chair- 
man of the board of directors, In- 
ternational Harvester company, 
succeeding JUDSON F. STONE who 
has resigned. JOHN L. McCar- 
FREY, formerly first vice president, 
has been elected president to suc- 
ceed McCormick. W E. WorTH and 
P. V. MOULDER have been named 
executive vice presidents. 
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HANDLING IN YOUR YARD 


Save space — time 
— costs — release 
men for productive 
work — handle lum- 
ber with conveyors. 


gurnine paorits 


Write for special 
bulletin, AL-56, de- 
scribing Standard 
Conveyors designed 
to speed and cut 
the cost of han- 
dling in lumber and 
building supply 
yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 


ST 








Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 





Kokomo, Ind. 








Every Manager Needs It! 


Systematize your business 





drawer. Rubber castors. Hig 
quality. Write today for cir- 
cular, 

Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 











CARRY LOADS OF 10 
TO 12 TONS PER PAIR 


““Skid-Rol’’ Dollies. Heavy-duty. All- 
steel. For moving or shifting ma- 
chinery, heavy objects, etc. Steel 
cleats bite into wood skids. 
faster. 


Safer— 
Size 181/2‘’x101/2"'x4"’ high. 
Fill in below— 


Techtmann Industries—Milwaukee 1, 


Wis. 
Send details re: ‘‘Skid-Rol’’ Dollies 


to: 





















Knudson & Mercer Lumber Co. 
Purveyors fo 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, all. 











MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





LEMIEUX BROS., INC. 


FORESTERS-—TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








Since 1922 


T® DAD & LAD & 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 
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G: “’ W. E. Webster Lumber Co. 


Kansas City, Mo. 





HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimat i 
Obligation — Send Us aha 


ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








HELP WANTED 


WANTED—Planing Mill Machine Man with 
resaw experience. Permanent position. May 
Lumber Company, 1201 Brighton Road, Pitts- 
burgh 12, Pa. 


WANTED: SIDELINE SALESMEN 


Established manufacturer of recognized and 

guaranteed line of waterproofing products of- 

fers profitable opportunity for energetic sales- 

men calling on dealer trade. State territcry 
ou cover, experience, reliability. Address 
37, c/o AMERICAN LUMBERMAN. 


WANTED: Men to call on mills in southern 
states to buy and ship yellow pine in dimen- 
sion, flooring, siding, etc., on cash basis. 
State experience and salary required first 
letter. Address T-37, American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Large, progressive Florida firm wants to em- 
loy an experienced Retail Lumberman who is 
amiliar with construction and can list quan- 
tities from plans and make estimates. Prefer 
all-around man who is familiar with Hard- 
ware and Paint and who has some knowledge 
of Millwork. No liquor. A good job with a 
ood future for high class man. Address T-25, 
erican Lumberman. 

















Assistant planing mill foreman who can as- 
sume full charge. Must know how to grind 
saws, repair and set machines. Permanent. 
Chicago. Give experience. age, salary de- 
sired. Address Box T-28, American Lumber- 
man. 





ASSISTANT MILLWORK ESTIMATOR 


Young man with experience figuring Sash 
and Doors and with ability to list millwork 
from plans. State age, experience, salary 
expected and how soon you would be avail- 
able. THE HALLACK & HOWARD LUMBER 
co., P. O. BOX 299, DENVER, COLO. 





Wanted: Experienced hardwood inspector of 
Northeastern hardwoods for Eastern hard- 
wood distribution yard. Address T-32, Ameri- 
can Lumberman. 





WANTED: Men to contact mills in Pennsyl- 


vania, Ohio, Kentucky, Tennessee, West Vir- 


inia, Virginia, Maryland, North Carolina, to 
uy railroad material, cross ties, grade 
lumber. Good proposition for right parties. 
State age, experience, salary and territory 
wanted. Address T-36, American Lumber- 
man. 





BOOKKEEPER 


Want to employ Bookkeeper thoroughly ex- 
perienced in Retail Lumber and Building Ma- 
terials to assist Secretary and Treasurer of 
large Florida Concern. ust be capable and 
fast. Send history of employment together 
with references... Address T-27, American 
Lumberman. 





Experienced cabinet or store fixture man; ex- 
perienced sash and door machine man; mill- 
work detail-biller: estimator, good pay; long 
established firm. McPhillips Manufacturing 
Company, Mobile, Alabcma. 





WANTED: Male help by large woodworking 
plant located Hagerstown, Maryland, hard- 
wood lumber inspectors, lumber stackers, 
and man to take charge of Moulding Divi- 
sion capable of — “=. and keeping up 
Sages. Reply Box 191, Hagerstown, Mary- 
and. 








WANTED 
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WARREN ROSS LUMBER co. 
Falconer, N. Y. 


C0 wf NT a 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
* Mill Supplies 


62 








ARCHITECT 


Progressive Florida Lumber and Building Ma- 
terial Company wants to employ Graduate 
Architect or experienced Architectural Drafts- 
man to design Small Homes and other Build- 
ings. Address T-26, American Lumberman. 


Good White Oak Timber Cruiser. Must be 
active, energetic and competent. Give experi- 
ence and furnish references with application. 
Steady employment at good salary. CAMP- 
BELLSVILLE COOPERAGE CORP., Cunghelle- 
ville, Kentucky. 








We are seeking a sales manager for our 
commission and wholesale lumber business 
located in Chicago. Starting salary $4,000.00 
year. Will give you every opportunity to 
earn in high brackets. If — have imagina- 
tion and ability and wish to utilize your 
potentials write us fully. Address X29, Amer- 
ican Lumberman. 





WANTED to get in touch with designer for 
new line wood kitchen cabinets to be pro- 
duced on production basis by old established 
woodworking plant. Give full particulars in 
letter. Address X-30, American Lumberman. 





WANTED: Large retail lumber organization 
doing million dollar volume of business an- 
nually in a city of 120,000 wants high grade 
manager. Must have the following qualifi- 
cations: Well educated, college education 
preferred; thorough knowledge of lumber, 
millwork and mason supplies, must be sales 
conscious and have ability to originate and 
execute sales poouegete, hose lacking any 
of the above qualifications need not apply. 
Address T-39, American Lumberman. 





WANTED: By Band Hardwood Mill in Lou- 
isiana, experienced superintendent. Good 
opportunity for energetic, efficient person 
who can bring with him competent assistants, 
such as s er, derrick man and filer. Party 
will be in charge of all operations except 
selling. Address T-42, American Lumberman. 





PRODUCTION SUPERINTENDENT 


For large wood products manufacturing con- 
cern. Must be thoroughly experienced in 
manufacturing all types of wood products and 
remanufacturing lumber, and be capable of 
directing machine shop for tooling production 
orders and directing over 500 employees. Man 
we desire will be between 40 and 50 years 
of age with not less than 20 years of actual 
experience as a background. Salary com- 
mensurate with ability. Do not apply unless 
fully qualified. Please give all pertinent in- 
formation. Address X-27, American Lumber- 
man. 





Wanted: Experienced Millwork Superintendent 
for plant ee about 80 people manu- 
facturing stock and special millwork. Fine 
opportunity for aggressive man. State age. 
experience and salary. Address X-37, Amer- 
ican Lumberman. 





PLANT MANAGER 


Thorough experience saw mill and planing 
mill operations—familiar with pines and firs— 
full charge—150 employees—age 35 to 50. 
Labor relations and management. Confiden- 
tial. WALKER EMPLOYMENT SERVICE, 535 
N. W. Bank Bldg., Minneapolis, Minnesota. 
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